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NEW YORK TO CONSIDER 
DISABILITY CLAUSES 


Beha Sends Out Questionnaires 
to Companies Regarding 
Standardization 


SETS FEB. 24 FOR HEARING 


Development of Benefits Should Be Di- 
rected Along Proper Channels to 
Avoid Abuses 


NEW YORK, Feb. 8.—Standardiza- 
tion of the total and permanent disability 
clause is under consideration by the New 
York department, Superintendent Beha 
heving sent an inquiry regarding pro- 
posed legislation on this subject to all 
authorized life companies this week. In 
his notice to the companies, Mr. Beha 
points out that the remarkable develop- 
ment in recent years of the disability 
and double indemnity benefits, as _ re- 
gards both liberality and volume, em- 
phasizes the need for careful study of 
such benefits. 

To Hold Hearing 


Mr. Beha states that these benefits 
have developed into what are in fact 
non-cancellable accident and health bene- 
fits. While such benefits apparently 
meet a definite social need, their de- 
velopment should be directed along the 
proper channels so as to avoid abuses 
to which unbridled competition may 
lead. Thus the superintendent is con- 
sidering the advisability of recommend- 
ing a standard provisions law for such 


benefits that are incorporated in life 
policies. He has presented the com- 
panies with 19 questions, asking for 


their answers prior to Feb. 24, on which 
date a hearing will be held on the sub- 
ject of legislation to standardize these 
benefits. The questions asked by Mr. 
Beha are as follows: 


Question Word “Permanent” 


1. Definition of total and permanent 
disability. Should a company be per- 
mitted to issue a disability contract 
which does not provide that total dis- 
ability which has continued for a certain 
period shall be presumed to be perma- 
nent? In fact, should a company be 
permitted to use the word ‘ ‘permanent’ 
or the word “permanently” in its con- 
tract? In this connection probably it 
would be advisable to strike out the 
words “and permanently” in Section 107 
(k) (2), New York insurance law. If 
companies should be permitted to con- 
tinue the use of the word “permanent” 
should the loss of certain limbs be con- 
sidered in all cases as constituting total 


and permanent disability without any 
other evidence? 
2. Minimum waiting period. Should 


the minimum waiting period be fixed at 
90 days, or at a lower figure? 
3. Retroactive benefits. Should the 


contracts be permitted to provide that 
benefits 


shall be retroactive from the 











MISSISSIPPI VALLEY 
GETS TWO REPUBLICS 


IMPORTANT DEAL COMPLETED 


New Officers Are Elected With John V. 
Sees of Huntington, Ind., 
As the President 


LOUIS, MO., Feb. 9.—The Mis- 
sissippi Valley Life interests of this city 
have purchased control of the Two Re- 
publics Life of El Paso, Tex. John V. 
Sees of Huntington, Ind., has been 
elected president of the Texas company, 
F. A. Garesche of Madison, Ill. vice- 
president and J. D. Debuchananne, 
treasurer. H. W. Lackland continues 
as secretary. Mr. Debuchananne is 
president of the Mississippi Valley Life. 
The Two Republics Life sustained a 
severe blow when its president, Allen H. 
Rodes, died suddenly at Atlantic City at 
the time of the Shriners convention, in 
June. His brother, J. W. Rodes, who 
had not been connected with the com- 
pany, succeeded him. 

The Two Republics started Feb. 1911. 
Its statement Dec. 31, 1926, showed 
assets $1,660,400, capital $200,000, net 
surplus $35,000. It had insurance in 
force about $12,000,000. 

The Mississippi Valley Life was re- 
cently the Kaskaskia Life of Shelbyville, 
Ill. It changed its headquarters to St. 
Louis. The same interests control the 
Repubiic Casualty & Surety. Paul L. 
Temple, first vice-president of the Mis- 
sissippi Valley Life, is secretary of the 
Republic Casualty & Surety. W. M. 
Baldwin, second vice-president, is presi- 
dent of the Republic. George D. De- 
buchananne, treasurer and general man- 
ager of agents, is a brother of the presi- 
dent. Mr. Sees is an attorney at Hunt- 
ington, Ind., being attorney for the 
Farmers National Life of Chicago. 





date of receipt of proof of disability to 
the date of disability? 


Problem of Increase 


4. Increasing disability benefits. 


Should contracts be 


permitted to pro- 

vide that the benefits shall be increased 
after a certain period of disability? 

5. Disability benefits reducing face 


amounts of life insurance. Should bene- 
fits be permitted which reduce the face- 
amounts of life insurance by the amounts 
of the disability payments? 

6. Disability benefits under endow- 
ment policies. Should disability bene- 
fits incorporated in endowment policies 
be permitted to provide for continuance 
of payments beyond maturity date? 

7. Limiting age for disability bene- 
fits. Should a limiting age be fixed for 
such benefits? If so, should this be age 
65 or some higher age? “Limiting age” 
refers to the age prior to which dis- 
ability must occur in order to entitle 
the insured to benefits. 

8. Restrictions on benefits after the 
limiting age has been reached. Should 
the contracts be permitted to provide 
for waiver of premium benefit or for 
charging income payments against the 
face amount of the policy without in- 
terest after the limiting age has been 
reached? 

9. Limitation on the amount of dis- 








BANK AGENCY QUESTION 
TO COME UP NEXT WEEK 


APPEALS TO TRUST SECTION 


Bank of Italy Activities May Be Pre- 
sented to Division of American 
Bankers Association 


Feb. 8.—The bank 
agency problem, as represented in the 
Zank of Italy situation in California, 
may take on national proportions next 
week when the trust section of the 
American Bankers Association meets 
here Feb. 15. It is possible that the 
National Association of Life Under- 
writers will, at that time, back up the 
California association in an appeal to 
the bankers and, further, the National 
Association of Insurance Agents may 
lend its support in the case. Prelimi- 
nary consideration was given the mat- 
ter Monday, when Arthur Holman, 
president of the San Francisco associa- 
tion, was in New York and discussed 
the matter at an informal luncheon at 
which many interested in association ac- 
tivities were present, including Julian 
S. Myrick, president of the National As- 
sociation of Life Underwriters, and Su- 
perintendent Beha of the New York in- 
surance department. 


NEW YORK, 


Held Prolonged Session 


The general problem of bank agencies 
was discussed at a prolonged luncheon 
session and it was decided to hold an- 
other luncheon next Monday, at which 
those particularly interested in the mat- 


ter will plan whatever action they deem 
advisable. The trust section of the 
American Bankers Association meets 


two days later and it is believed that the 
California underwriters, backed by the 
two national associations, may carry an 
appeal before the bankers, to ask them 
to go on record against the Bank of 
Italy and other banks going into the in- 
surance business. 


Support Local Associations 


It is not likely that the associations 
will originate the action, but rather sup- 
port the California men in their appeal, 
for the problem has been regarded as 
one best handled by the local men, Such 
action, however, would make the matter 
one of national significance and possibly 
bring to a head this troublesome situa- 
tion which has been a sore spot in Cali- 
fornia for so long. 


relation to the face 
amount of the life insurance. Should 
the income disability benefits be limited 
to a monthly benefit of 1 percent of the 
face amount of the life insurance, in 
addition to the waiver of premium 
benefit ? 

10. Partial disability benefits. Should 
not the benefits be limited to total dis- 
ability benefit? 

11. Cancellation clause. Should the 
contracts be permitted or required to 
contain a clause providing for cancella- 
tion in case of military or naval service, 


ability benefits in 


self inflicted injuries, violation of law, 
aviation, etc.? ; 
12, te in case of insanity. 


Should a clause be required providing 
(CONTINUED ON PAGE 40) 


' PROPOSED LEGISLATION 
CHANGES BY NEW YORK 


Optional Use of American Men 
Table for Valuation 
Proposed 


QUESTIONNAIRE SENT OUT 


Proposed Expense Limitation Takes 
into Account New Factors in Fig- 
uring Acquisition Costs 

NEW YORK, Feb. 8.—Important 
changes in limitation and the 
American Men table 
of mortality are contained in a prelimin- 


expense 
optional use of the 


ary draft of proposed legislation sent to 
all life operating in New 
York by Superintendent Beha this week. 


companies 


The proposed legislation is the result of 


six months work by a special com- 
pany committee appointed by Mr. Beha 
in view of a recognized need for re- 
vision. Together with the tentative 
draft of the law, Mr. Beha has sent a 
questionnaire regarding 1926 and 1927 


expenses in the acquisition of new busi- 
ness, to be filed with the department 
prior to Feb. 24, when a hearing will 
be held on the proposed changes, 


Considers New Factors 


The new expense limitation takes into 
consideration many factors in acquisi- 
tion cost which have not heretofore been 
included in estimating acquisition cost. 
Compensation other than commission 
payment and supervision expense is now 
recognized. Salaries and expenses of 
field workers who spend more than one- 
third of their time in the field are now 
recognized in first year expense. Com- 
pany advertising is classed as first year 
expense to the extent of 75 percent. 
The sum of all of the expenses is then 
limited to a fixed percentage and re- 
newal commissions are also definitely 
limited. 


tse American Men Table 


One of the important revisions from 
home office consideration is the optional 
use of the American Men ultimate table 
of mortality for the valuation of life con- 
tracts. This has been one of the most 
mooted questions before life company 
officers and actuaries for many years, 
and considerable interest was attached 
to the recent adoption of this table by 
Connecticut. Now, the use of the 
American Men table as a legal standard 
in New York will give added impetus 
to the extension of this table through- 
out the country. It will particularly af- 
fect the statistical work of nonpartici- 
pating companies, but the move is one 
of great importance and is closely 
watched by home officers throughout the 
country. 

Another amendment to the law which 
is considered in this general revision es- 
tablishes Cammack’s group annuity table 
as_ the legal minimum standard for 
group annuities. 


York life in- 
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surance law, under the proposed revision, 
would read as follows: 

“1, No domestic life 
poration shall in any calendar year after 
the year 1928 make or incur any ex- 


insurance cor- 


pense, including any and all expenses 
which any person, firm, or corporation 
is permitted to make or incur on its be- 
half or under any agreement with it, 
for the following items of expense, 
hereinafter refer to as first year ex- 
penses, in excess of the following aggre- 
gate amount, hereinafter referred to as 
the first year expense limit: First year 
expenses—the sum of the following: 

“(a) Commissions on first year’s 
premiums on insurance and annuities. 

“(b) Compensation not paid by com- 
mission for services, other than super- 
vision, in obtaining new insurance and 
annuities. 

“(c) Net advances to agents. 

“(d) Salaries and expenses of per- 
sons on the home office staff who spend 
more than one-third of their time in the 
field in connection with the production 
of new business and/or agency super- 
vision. 

Include Advertising Cost 

“(e) Excess, if any, of the sum of re- 
newal commissions, collection fees, sal- 
aries and expenses for agency super- 
vision (excluding salaries and expenses 
of persons on the home office staff) and 
salaries, traveling expenses, rents, and 
all other expenses of, or allowances to 
branch offices, agencies, and other local 
offices over the sum of (1) 2 percent 
of renewal premiums on insurance (2) 
six percent of renewal premiums on an- 
nuities (including in both extra or ad- 
ditional premiums) (3) one dollar for 
each $1,000 of insurance in force at the 
“aa of the year (4) one dollar for each 
$1,000 of premium paying insurance 7 
force at the end of the year and (5 
upon the request of any life insurance 
corporation, if the superintendent of in- 
surance is satisfied that the agency op- 
eration of such corporation is being 
properly and economically conducted 
and if he gives his written approval, 25 
percent of the amount by which the total 
salary of managers, assistant managers, 
and other local agency supervisors may 
exceed the average of the correspond- 
ing items for the preceding fourteen 
years. 

“(f) 75 
vertising.” 


percent of the expense of ad- 


Limitation Defined 
First year expense limit is given as 
the sum of the following: 

“(a) On first year’s premiums on new 
insurance (including extra or additional 
premiums but excluding single prem- 
iums) received during the year, a per- 
centage of such premiums determined by 
dividing the sum of (1) and (2) next 
below by the sum of the corresponding 
gross premiums. (1) On whole life and 
endowment insurance (other than single 
premium insurance) dated and paid for 
during the year and in force at the end 
of the year, on which the then current 
gross premium rate is not less than that 
for a whole life policv with level prem- 
iums payable during life, twenty percent 
of the total gross annual premiums (ex- 
cluding extra or additional premiums) 
current at the end of the year and, in 
addition, 35 percent of what such prem- 
iums would have been if said insurance 
had been issued on the whole life plan 
with level premiums payable during life 
consistent with the premiums to which 
the aforesaid 20 percent applies. (2) 
On other insurance (except single 
premium insurance and except term in- 
surance issued for less than one year) 
dated and paid for during the year and in 
force at the end of the vear, 37.5 per- 
cent of the total gross annual prem- 
iums (excluding extra or additional 
premiums) current at the end of the 
vear, and, in addition, 35 percent of 
the excess, if anv, of the premium on 
any policy over 50 percent of what such 
premium would have been if said policy 
had been issued on the whole life plan 
with level premiums payable during life. 

“(b) On new insurance or annuities 
(CONTINUED ON PAGE 38) 





‘CONSERVATION URGED AT 
BANKERS LIFE MEETING 





COMMISSIONER DUMONT TALKS 


Watches and Emblems Presented — 
Find ‘Intensive Training Brings 
Greater Production 


LINCOLN, NEB., Feb. 9.—Eighty 
agents of the Bankers Life of Nebraska 
attended the company’s annual district 
agency meeting here. A. B. Olson, gen- 
eral agency manager, presided at the 
meetings and at the banquet at which 
President Wilson presented emblems to 
members of the Climbers, Victory and 
Gold Medal clubs and gold watches to 
the men who have remarkable reduc- 
tions, extending to four years, for con- 
secutive weekly production. Mr. Olson 
said he had come to believe that the suc- 
cess of the agent depended more upon 
acquiring the application a week habit 
than from any other source. 


Commissioner Dumont Speaks 


Insurance Commissioner Dumont said 
that his investigation of life companies 
had convinced him that. they were com- 
mitting great waste in production in 
their record of lapsations. While he was 
glad to know that the Bankers Life 
ratio was 17 percent, which is about half 
the average, some companies reported 
as high as 75 percent loss of first year’s 
business. He believed they would be 
better off if they paid less attention to 
production and more to conservation. 
He said that this is not real service to 
the buyer and bad for the companies. 
He said that the outlook for a big year 
in life underwriting was indicated by the 
favorable crop returns of 1927 and the 
constantly improving financial condition 
of the farmers and business men. 


General Counsel Speaks 


C. Petrus Peterson, general counsel, 
said that the difference between the 
difficult and the impossible is that the 
impossible takes more time, and stressed 
the development of personality in its 
application to the business of life insur- 
ance. Life’s supreme challenge, he said, 
was that no heritage is so great that it 
cannot be wasted and none so small it 
cannot be perpetually improved. ‘The 
capacity of a man is not known until it 
is tested, and the real test is the ability 
to prepare for the task ahead. The final 
strength of the republic lies in the home, 
and in the protection of that home life 
through life insurance lies the oppor- 
tunity for the agent who has prepared 
himself. 

Conservation was the keynote of the 
meeting proper. Instead of set speeches 
from officials and experts, each session 
was a round table discussion led by one 
or more agents or agency managers, 
who gave of their experiences and told 
of the methods they had tried and found 
good. 


Pian Another School 

The Bankers Life has had such prac 
tical results from the two schools of in- 
struction held in the last two months at 
the home office that it is arranging for 
a third one in March. Following that 
one or more schools will be held at 
advantageous points in outside territory. 
President H. S. Wilson is thoroughly 
sold on the idea of intensive training as 
the basis of production. He says that 
concrete evidence has been presented to 
prove the case. The 12 men in the first 
school sold $443,000 of insurance in a 
little over 30 days of actual solicitation. 
while the 12 who attended the second 
one placed $313,000 of new bus siness in 
12 days, which is about double the pro- 
duction average they had previously 
maintained. Furthermore, these dozen 
men averaged policies of $3.000, whereas 
the company average for the past year 
was a little better than $1,700. 











CONNECTICUT MUTUAL LIFE 
HOLDS LARGE CONFERENCE 


PRESIDENT LOOMIS SPEAKS 
Pay Tribute to Peter M. Fraser for Out- 


standing Organization Work 
in New York 





BILOXI, MISS., Feb. 9.—The Con- 
necticut Mutual Life five-day conference 
opened here Monday with 60 general 
agents and 12 officers present. The 
program was conducted entirely on the 
conterence plan except on Monday when 
the papers were presented. A speech of 
welcome was given by President James 
Lee Loomis. Vice-president Harold F. 
Larkin spoke on “Underwriting.” The 
other papers read were: ‘Cooperation 
With the Medical Department,” by Dr. 
Joseph B. Hall, medical director; “Field 
Expenses,” by Harold N. Chandler, sec- 
retary; “Value of General Agents Fran- 
chise,” by William P. Barber, actuary; 
“City Loans,” by Robert L. Fisher, as- 
sistant treasurer, 


On Tuesday the general conference 
was directed by H. M. Holderness, 
superintendent of agencies. The sub- 
ject of the conference was “The Re- 
cruiting and D veloping of Agents.” 
H. G. Kenagis of the Life Insurance 


Sales Research Bureau spoke on “Se- 
lecting and Training Men.” 
R. B. Hull Speaks 


Wednesday’s conference was on “[n- 
tensive Development of General Agents’ 
Territory.” It was directed by H. H. 
Steiner, agency secretary. In the eve- 
ning there was a meeting on “Sales Pro- 
motion,” 

Thursday’s conference was on “Super- 
vision,” directed thy Mr. Holderness. 
There was also an address by Roger B. 
Hull, general manager of the National 
Association of Life Underwriters. 

“Conservation,” was the topic at Fri- 
day’s conference directed by Mr. Steiner. 
At the company dinner Monday night, 
President Loomis spoke on “Investment 
Practices of the Company.” This night 
was also the occasion of special recog- 
nition for Peter M. Fraser, New York 
general agent, who was presented wit) 
a bronze tablet by a vote of the com- 
pany’s board of directors, for the most 
outstanding record of organization de- 
velopment in the company’s history. 

The — annual organization 
trophy for 1927 was awarded to the 
Pittsburgh agency under the direction 
of General Agent Lee D. Hemingway. 
Honorable mention was given to four 
other agencies: Rochester, Earl F. Col- 
born, general agent; Fraser agency in 
New York. P. M. Fraser, general agent: 
Indianapolis, George K. Jones, general 
agent: Regan agency in New York, Wil- 
lard Regan, general agent. 


Continuous Weekly Producers 


Forty-two of the Connecticut General 
Life agents wrote at least one life appli- 
cation every week during 192 Nine of 
them wrote at least one accident appli- 
cation, as well. T. H. Jackson of the 
Pierce Agency at Philadelphia still leads 
the list, having been on weekly produc- 
tion over seven years. H. R. Sullivan, 
M. G. Vincent and H. Kemp of the 
same agency and H. T. Bass of the 
Allen, Russell & Allen agency have 
been on weekly production over six 
years. There are also three five-year 
records and seven four-year records. 


Passes $2,000,000 in January 


_Philip D. Cunningham reports 
his general agency of the Mutual 
in New York paid for $2,111,000 
business in January, 
in the agency, and 80 percent over last 
January. Mr. Cunningham took over 
the agency in November, 1925, and each 
vear since then has increased the agency 
business about 50 percent. His office is 


that 
Life 
new 
the largest month 





in the home office puilding in New York 
City. 








A. L. DERN BECOMES THE 
MANAGER OF AGENTS 


LINCOLN LIFE PROMOTIONS 


Walter T. Shepard Drops One of His 
Titles to Give It to His Chief 
Lieutenant 


A number of promotions and appoint- 
ments have been made in the agency 
organization of the Lincoln National 
Life of Fort Wayne, Ind. Walter T. 
Shepard, who has long been vice-presi- 
dent and manager of agencies, is giving 
up the latter title to his right hand man, 
A. L. Dern. This does not mean, how- 
ever, that Mr. Shepard is relinquishing 
his well-known aggressive leadership oj 
the agency department. He will con 
tinue to head the work in which he has 
been so happily successful since 1908 
under the single title of vice-president. 

A. L. Dern, who becomes manager oi 
agencies, has been with Lincoln Life 
since 1917 and was formerly actuary of 
the Pioneer Life. e€ is promoted fron 
the position of superintendent of agen- 
cies, 

Two new superintendents of agencies 
have been promoted from their positions 
as assistant superintendents: V. J. Har 
rold, eight years with Lincoln, and pre- 
viously a newspaper man, and R. \N. 
Rafferty, for fourteen years an agent 
and unit manager for a large eastern in- 
surance company. W. T. Plogsterth as 
assistant superintendent of agencies con- 
tinues to handle at the home office thx 
technical details of the department 
F. W. Gale, who for five years was ; 
member of the California organization 
of Lincoln Life, has been made an as- 
sistant superintendent of agencies in 
charge of western territory. 


ST. LOUIS HOLDS CONGRESS 
Have Some List of Speakers That 
Spoke at Kansas City, Tulsa 
and Wichita 


—__——__~ 








The sales congress in St. Louis last 
week, which was held in cooperation 
with the ones at Kansas City, Wichita 
and Tulsa, had practically the same list 
of prominent speakers. Arthur L. Mc- 
Knight, president of the Life Underwrit- 
ers Association of St. Louis, called the 
congress to order. After a few remarks 
he turned the morning session over to 
Henry E. Walker, agency manager at 
St. Louis, for the New York Life. An 
amusing talk followed, that by Wal- 
lace Niedringhaus of the Missouri State 
Life. The afternoon session was pre- 
sided over by Chester Fischer, manager 
of the Massachusetts Mutual Life at St 
Louis. 

The congress was financed by the sale 
of tickets at $1 each. There was no 
restriction on the tickets, non-members 
of the local association being as wel- 
come to the congress as the most active 
of members. 





BERGSTRESSER GOES TO 
THE BANKERS NATIONAL 





Vice-President Ralph R. Lounsbury 
of the Bankers National Life of Jerse) 
City announces the appointment of J. L. 
Bergstresser as sales promotion and 
publicity manager. Mr. Bergstresser is 
well known in the life insurance field 
formerly for 15 years having been man- 
aging editor of “Insurance World.” 
Pittsburgh. For the past two years Mr 
Bergstresser has been engaged in pub- 
iicity work in New York in association 
with the John Price Jones Corporation. 
public relation counsel and experts i 
publicity and fund raising efforts. M* 
Bergstresser will make headquarters 2! 
the home office of the Bankers National 
Life Insurance Company in the Trust 
Company Building, Journal Square. Jet 
sey City. 
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PENN MUTUAL BEGINS 
ORGANIZATION PLANS 


President Law and Vice-President 
Hart Hold Conference at 
Atlanta 


GENERAL AGENTS ATTEND 


Educational Director Coffin Working on 
New Educational Course for 
Company’s Fieldmen 


ATLANTA, GA., Feb. 9.—Atlanta 
was this week the scene of the first of 
the organization conferences which the 


home office of the Penn Mutual Life is 
holding with its general agents. These 
conferences are not regional conven- 


tions nor sales conventions, but each is 
to be an intimate round table get-to- 
gether, at which the new plans ef Vice- 
President Hugh D. Hart, sanctioned by 
President William A. Law, will be de- 
scribed to the general agents and so 
thoroughly discussed that when they re- 
turn to their various cities they can im- 
mediately begin to put them into oper- 
ation. A feature of all the meetings 
will be the attendance of President Law. 
Mr. Law is one of the very few life 
presidents who have carried a rate book. 
This he did years ago in South Caro- 
lina before going to Philadelphia. And 
he therefore has a neculiar interest in 
the agency side of his company’s busi- 
ness. 
J. J. Harrison Speaks 


In addition to President Law and 
Vice-President Hart, several other offi- 
cials were present to meet the southern 
general agents. A guest official of an- 
other company was Major James J. 
Harrison, vice-president of the Home 
Life of Little Rock. Major Harrison 
ranks high as a manager of agents, and 
last year under his direction $15,000,000 
of Arkansas insurance was put on the 
books of his company. 

Vice-president Hart presided at the 
sessions at which the following speeches 
were given: 

“Our New Organization Policy,” 
President Law; “The Job of the General 
Agent,” Vice-president Hart; “The Gen- 
eral Agent’s Obligation to the Com- 
pany,” President Law; “Does It Pay to 
Build an Agency?”, Vice-president Hart; 
“The Type of Men We Want,” Presi- 
dent Law; “Contracting With New 
Men,” James A. Preston, agency de- 
partment; “How Shall We Organize?”, 
Vice-president Hart; “Our Recruiting 
Plans,” E. Paul Huttinger, agency de- 
partment; “Supervising the New Man,” 
Vice-president Hart; “First Steps in 
Pennmutualism,” Wallis Boileau, Jr., as- 
sistant to the vice-president: “Agency 
Building Quota,” Vice-president Hart. 

The listed topics cover the theme of 
agency expansion, through additions to 
the force and through education of the 
new agent. The plans submitted and 
discussed were selected from among a 
large number gathered in a comprehen- 
Sive survey of agency management of 
various companies throughout the coun- 
try. They include (1) the right attitude 
toward agency building; (2) procuring 
new agents; (3) trainine and supervis- 
ing the new man; (4) additional methods 
of obtaining business. 

_As an aid in selling the business of 
life insurance to a prospective agent, 
whose interest has been aroused, the 
general agents will be supplied with an 
attractive booklet entitled “Brass Tacks 


of Life Insurance Salesmanship,” and 
Samples were distributed at the con- 
ference. 


new edu- 
24) 


The first contribution of the 
(CONTINUED ON PAGE 








OUTLINE SERVICES OF 
BUSINESS INSURANCE 


——’ 


PROVIDES FOR LIQUIDATION 





Agent Must Know Business Thor- 
oughly, as Different Forms of Own- 
ership Require Special Action 


One of the outstanding addresses at 
the recent sales congresses at St. Louis, 
Kansas City, Tulsa and Wichita was the 
address by Harry W. Stanley, general 
agent for the Equitable Life of lowa at 
Wichita. 

Mr. Stanley spoke on “Business and 
Corporation Insurance,” or as he pre- 
ferred to call it, “Business Life Insur- 
ance.” The life insurance man must be 
professional in his training in order to 
diagnose the needs of a business and 
prescribe business life insurance, accord- 
ing to Mr. Stanley. He must know 
what business is and what factors enter 
into it. The physical assets and the 
money of the business are easily ap- 
praised, but it is with the human factor 
that business life insurance is concerned. 
The main worth of a business lies in the 
human life value, and that, the most 
important asset of the business, does not 
show on the balance sheet. It is Mr. 
Stanley’s contention that every firm 
should feel the need of indemnity for 
the loss of the brain behind the organi- 
zation. 

Three Distinct Services 


Business life insurance has three dis- 
tinct services to the business involved, 
first to the company or corporation 
while the members of the firm are still 
alive and at the helm, in the way of 
reinforcing credit and establishing a re- 
serve, second in direct compensation 
when death comes, and third as an aid 
in settling the affairs during liquidation. 

With regard to the reinforcing of 
credit, business life insurance is evidence 
of the determination and ability to pay 
the obligation of the firm, said Mr. Stan- 
ley. Banks and financial institutions 
only advance money on loans if they are 
sure the money is going to be repaid, 
and although they take the assets of the 
company as security, they do not want 
to take over the assets. Here business 
life insurance steps in and says: “I am 
here to see that you get your money 
should death remove the individual in 
whom you have confidence.” It reas- 
sures the business partnership and the 
creditors. 

Creates a Reserve 


Business life insurance creates a re- 
serve against the loss of human life 
which comes at an indefinite time and 
constitutes an indefinite loss. In answer 
to the question often asked as to why 
these reserves should be invested in 
business life insurance, Mr. Stanley says 
because they are sure and safe, they are 
separate from the other assets, and so 
there is not so much temptation to use 
them. They are liquid, they are exempt 
from care, there is a greater certainty of 
setting aside an amount regularly, they 
constitute a reserve available without 
publicity. Also, they are concealed 
assets, a thing which is sometimes ad- 
visable when the stockholders clamor 
for the maximum dividends when this is 
not advisable. 


Dollars for Ability 


The importance of the direct compen- 











CONTINENTAL TO ADD 
TO CAPITAL AND SURPLUS 


WILL STRENGTHEN COMPANY 





Chicago Institution Soon to Take Steps 
to Add to Its Financial 
Ballast 


At the suggestion of H. G. B. Alex- 
ander, president of the Continental As- 
surance of Chicago, given just prior to 
leaving on an extended trip abroad, the 
executive committee has passed a reso- 
lution unanimously recommending to its 
board that the financial structure of the 
company be very materially increased 
during the present year. 

The recommendation is to increase 
the capital stock from $500,000 to 
$1,000,000 and that the rights to buy 
this additional stock accrue to the stock- 
holders share for share at a price of 
four times par or $40 per share. The 
result of this plan if and when adopted 
by the directors and approved by the 
stockholders and supervising state offi- 
cials will give the Continental Assur- 
ance a paid-in capital of $1,000,000 and 
in addition a surplus of between $2,000,- 
000 and $2,500,000. 

Comment by Claypool 

In commenting on this action Vice- 
President Glenn F. Claypool says: “The 
rapid growth of the life insurance busi- 
ness of the Continental Assurance as 
evidenced by its closing 1927 with well 
over $100,000,000 of insurance in force, 
makes it seem desirable that the finan- 
cial structure of the company keep pace 
with its growth in business. It has al- 
ways been understood by the field men 
of the Continental Assurance that the 
company’s management would see to it 
that the financial structure be kept sym- 
metrical with the amount of life insur- 
ance in force. This step is in line with 
that general understanding.” 

A number of the directors of the com- 
pany are away from Chicago, but it is 
expected that a special meeting of the 
directors to pass on this recommenda- 
tion will be held early in May, when 
President Alexander and the others will 
have returned. 





OHIO STATE LIFE WILL 
HOLD AGENCY CONVENTION 


The Ohio State Life will hold its an- 
nual agency assembly in Columbus Feb. 
15-17, with representatives of the com- 
pany from a dozen states in attendance. 
President John M. Sarver will open the 
convention and speakers during the 
three days’ sessions will include Man- 
sur B. Oakes of Indianapolis; George 
Hayden, Newark; L. A. High, Co- 
lumbus; J. A. McAfee, Toledo; W. 
Scott Boyenton, Columbus; O. N. 
Young, Lima: Miletus Garner, Youngs- 
town; Henry Stevens. Toledo; Carl 
Adams, Cleveland; A. E. Demilio, Pitts- 
burgh; D. F. Shafer, Mansfield; L. J. 
Davis, Columbus: Paul O. Motter, Ada: 
William H. Hecht, Celina: E. M. Man- 
ker, Columbus; G. E. Shinkle. Hunting- 
ton, W. Va., and C. W. Halfhill, Mer- 
cer, O. Arrangements have been made 
for an address by President R. E. Tul- 
of Wittenberg College, who will 


loss 


| discuss “Life Insurance and Its Relation 


| to Education.” 


sation for the loss of the key man of a| 


business cannot be overemphasized. Mr. | 


Stanlev believes. Although he mav be 
replaced in time, there is always a loss 
attendant upon such a death 
ness life insurance substitutes dollars 
for the ability removed bv death until 
it can be replaced. Mr. Stanley urged 
the importance of this type of insurance 
in nartnerships. 

There will be new uses for business 
l'fe insurance developed as time goes on. 
such as the insuring of the agent by his 

(CONTINUED ON PAGE 25) _ 
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Holds Agency Meeting 


The North American Life & Casualty 
held its agency meeting last week in 
Minneapolis. In the evening the com- 
pany gave a dinner to its agents, policy- 
holders, stockholders and office force. 
The retiring president. Z. H. Austin, 
acted as toastmaster. Past and present 
officials and agents of the company, as 
well as local bankers and business men 
responded to toasts. A splendid spirit 
of good will prevailed and a feeling of 
confidence in the future of the company 
pervaded the meeting. T. O. Berge is 
president of North American. 





BRILLIANT SPEAKERS 
AT SALES CONGRESS 


Over 300 Attend Kansas City As- 
sociation One Day 
Session. 





R. B. HULL GIVES ADDRESS 





Practically Same Program Given This 
Week in St. Louis, Wichita 
and Tulsa 





KANSAS CITY, MO., Feb. 9.—The 
first annual sales congress of the Life 
Underwriters Association of Kansas 
City was held here with more than 300 
underwriters from Kansas City and 
western Missouri in attendance. Out- 
standing speakers of national reputation 
featured the one-day program, which 
was built around the general theme, 
“Completing Life’s Plans Through Life 
Especially related to the 
theme was the address of Harry W. 
Stanley, general agent of the Equitable 
Life of lowa, who talked on “Business 


Insurance.” 


Life Insurance,” and George H. For- 
see’s address on “Income Life Insur- 
ance and What It Means.” Roger B. 


Hull, managing director of the National 
association, gave one of the keynote 
addresses on “Can the Life Underwriter 
Go It Alone?” Practically the same 
program was also given this week at 
St. Louis, Wichita and Tulsa. 

F. M. See Speaks 


Harper Moulton, general agent of the 
Provident Mutual Life, opened the 
morning session with a welcome to the 
underwriters. Frank M. See, quick wit- 
ted and genial manager of the Union 
Central Life in St. Louis, made the 
opening address on “Meeting Objec- 
tions.” There are just two causes ol 
objections, according to Mr. See. The 
first is lack of interest, which is mani- 
fested by excuses, and second, the lack 
of complete understanding. As for the 
first, Mr. See says the thing to do is to 
ignore them and talk about something 
else which the man is interested in, and 
then the excuses will disappear. The 
way to remove objections caused by 
lack of complete understanding is to 
agree with the prospect that he is per- 
fectly right from his point of view, then 
get him to look at the matter from the 
life insurance standpoint. In this way 
the man is disarmed and an opportunity 
is made to give him a better under- 
standing of the proposition. Mr. See 
then asked for objections, and as fast 
as they were offered by the underwrit- 
ers, who were well qualified by their ex- 
perience to offer some difficult ones, Mr. 
See answered and demolished them one 
by one. 


Have Not Visualized Work 


Dr. G .B. VanArsdall of the educa- 
tional department of the Equitable Life 
of New York spoke briefly on methods 
of selling income insurance. He urged 
the use of the names of widows drawing 
checks from the company which the 
underwriter represents, believing that is 
one of the best approaches the agent 
can have. Dr. VanArsdall advised in 
the second place the use of the formula 
$5. $7. $9 and $18 or the income from 
a $1.000 policy if distributed over 20, 
15, 10 or 5 years. The reason, Dr. Van- 
Arsdall said, that most men are not in- 
terested in life insurance service is that 
thev have not seen that service in 
action, providing for their family. They 
have never visualized their life insurance 
at work. That is the reason they are not 
frightened at the small amount of their 
life insurance, because they don’t know 

(CONTINUED ON PAGE 18) 
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Skyrockets 


make a tremendous fuss when going up and 
present an inspiring spectacle while at the 
peak of their climb, but, once they burst, 
their descent to oblivion is swift. 


High Pressure 


life insurance salesmen run the same course 
—but with disastrous results to themselves, 
their clients, and their company. 


Safety First 


tactics are the rule today with progressive 
life insurance salesmen and life insurance 
companies keenly alive to the many dangers 
incidental to careless agency management. 


The American Central fieldman does not 


“skyrocket” 


because he operates under a 


scientific arrangement that pays for the busi- 
ness that stays. 
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URGES PLANNING HOUR» 
FOR INSURANCE MEN 


Mansur B, Oakes of Indianapolis 
Speaks at Sales 
Congress 


| TALK BASED ON REPORTS 


Life Insurance Underwrites Plans of 
Individuals Dependent Upon Brain 
Values for Completion 


Mansur B. Oakes of the Insurance 
Research & Review Service of Indian- 
apolis spoke to the recent -sales con- 
gresses at St. Louis, Kansas City, Tulsa 
and Wichita. As the basis for the talk 
Mr. Oakes used a graph made up of 
measuring rods, the results of a com- 
posite of 4,000 field reports. He showed 
how by graphing the work of the indi- 
vidual salesman against the composite 
work of the large number of salesmen 
it is possible to put one’s finger on the 
salesman’s outstanding weakness and 
his outstanding strength. 

He illustrated how this could be done 
and then showed how by isolating the 
outstanding weakness and concentrating 
vpon it until it is overcome, while at 
the same time capitalizing the outstand- 
ing strength of the salesman, almost un- 
believable results are attained. 

Generally Applicable 


While Mr. Oakes’ talk was specific 
with regard to the work of the life in- 
surance salesman the principles he set 
up and the plan he used if worked out 
for any line of selling would apply and 
enable the agents in that line of selling 
to make the progress that Mr. Oakes 
forecast for all life insurance salesmen 
who are in earnest. 

Mr. Oakes laid particular stress upon 
the value of the “planning hour.” He 
declared that the “planning hour” is the 
most valuable hour in the 24 for the 
salesman. He urged the underwriters 
to set aside one hour each day as the 
“planning hour” in which to plan with 
great care and precision for the spend- 
ing of each hour in the field. And then 
he urged them to spend each hour in the 
field iust as planned and as intensively 
as if it were his last hour on earth. 


Distribution of Insurance 


“Life Insurance, “The Hope Chest of 
the Nation’,” was another talk Mr. 
Oakes gave at the congresses. 

As a prologue, Mr. Oakes took the 
audience on a ride in a “treasure train” 
carrying the daily distribution of the life 
insurance companies to the beneficiaries 
throughout America. With an open 
right of wav the train thundered 
through the night and out into the light 
of the day with its treasure of gold for 
the widows and orphans, for . business 
suffering through the shock of death, 
and for old men and women in the sun- 
set davs of their lives, a daily distribu- 
tion of nearly $4,000,000. 

Consider Life’s Program 


Mr. Oakes then asked each one pres- 
ent to think of himself at home under 
the reading table at night alone with his 
wife considering the setup of the pro- 
gram for life that would enable the 
family to get everything possible out of 
the opportunities that life holds for it. 
As a husband at home he sketched the 
outlines of a program, that carried out, 
would come pretty near to bringing 
heaven on earth for the family. In the 
program hopes and ambitions dovetailed 
with snecific plans. 

In the constructing of the program, 
Mr. Oakes made the statement that the 


normal man can work up to the heights 
of any program that the man can see 
himself putting into effect. He stated 
as his belief that under the plan of crea- 
tion the individual is not created to 
desire more than he can attain if he is 
willing to plan his life definitely and to 
pay the price for carrying out the plans. 
Service to Mankind 


Mr. Oakes took his audience back 350 
years to the time.when the human race 
had reached a point in its economic 
progress where humanity was standing 
still because there was no plan under 
which a man could guarantee the carry- 
ing out of plans that depended upon his 
brain values. He told how life insur- 
ance came into existence not as a com- 
mercial product but as the working out 
of a scheme of individuals for under- 
writing their life values so that plans 
dependent upon brain values could be 
guaranteed. He made it clear that life 
insurance, unlike anything else that is 
bought or sold, is a service of mankind 


and ambitions. 
How It May Serve 


In unfolding the manner in which in- 
dividuals may utilize life insurance to 
their advantage he told how life insur- 
ance may be made to serve the widow, 
the little children, how it may be made 
to guarantee the rich heritage of a full 
education for the boys and girls of the 
home. Mr. Oakes showed how it acts 
as its own administrator in carrying out 
the person's fond wishes for the pay- 
ment of the mortgage and for the 
cleanup of all debts left at death, and 
how, for the living policvholder, it may 
be made to stand back of credit. and to 
provide trips around the world. He also 
pointed out that to the men and women 
who, having safeguarded their loved 
ones and their obligations through life 
insurance, and having outlived the loved 
ones and the obligations, life imsurance. 
when used intelligently enables an indi- 
vidua! to wnderwrite his hopes and plans 
to mankind. a cooperative plan _ that 
like the Golden Rule. turns aronnd and 
provides comforts and jovs in their de- 
clining days. 


AGENCIES DIVISION MEETING 





General Agents and Managers Body of 
Chicago Association Also Plans 
April Meeting 


Fifty members of the agencies division 
of the Chicago Association of Life Un- 
derwriters attended a meeting of that 
body held Feb. 3 at which Darby A. 
Day, Chicago general agent of the Union 
Central Life, Samuel T. Chase, Chicago 
general agent of the Connecticut Mu- 
tual Life and vice-president of the Chi- 
cago association, and Attorney Bennett 
of the Chicago law firm of Bennett & 
Colbach were the speakers. 

Mr. Day in his address emphasized the 
need of mutual frankness and fair deal- 
ing among general agents and man- 
agers. Mr. Bennett's topic was “Conser- 
vation of Agency Paper.” He told his 
audience what the legal fraternity con- 
siders the proper method of handling 
paper and the proper form of drawing 
notes. 

Another meeting of the agencies divi- 
sion will be held early in April. Speak- 
ers will be Robert E. Whitney, Chicago, 
- e of agencies, New York Life; 

. H. Kellogg, manager of the Kellogg 
agency of the Equitable of New York, 
Chicago; and Ernest W. Owen, Detroit. 
division manager of the Sun Life ot! 
Canada. 


Carpenter Made Treasurer 


Harry Carpenter, formerly assistant 
cashier of the Kansas City Life, was 
elected treasurer at the January meet- 
ing of the board. Mr. Carpenter suc 
ceeds T. J. Green who died several 
months ago. Mr. Carpenter is a young 
man but has held the responsible posi- 
tion of assistant cashier for several 
years. He will continue to perform his 
former duties along with those of treas- 
urer. ° 
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Selling An Education 


Fond parents the world over are laying plans now for the future education of their children. They want 
their children to be equipped to, compete with their associates—they want them to enjoy the advan- 
tages and comforts that make life worth while. 


In most families this question of education means sacrifice. It means a going without many of the 
things they should have and should like to have du ring the expensive period of college days. 


Again we find insurance solving the problem. By asmall savings quarterly, semi-annually or annually, 
the foundation for the education is laid. A continuance of those small payments, and the education of 
the children is assured, whether the parents live to complete the payments or not. Insurance pro- 
vides the surest and simplest way of providing an education for the children. 


yy 






Talking It Over 


Parents Are Interested 


In addition to all other forms of Life, Accident and 
Health policies, B. M. A. salesmen are equipped with 
Educational Policy literature, sales helps, specially 
prepared policies and policy envelopes that make Edu- 
cational Insurance selling attractive and easy. 


Our salesmen are experiencing little difficulty in 
interesting mothers and fathers in the Guaranteed 
Educational policies. In fact, selling B. M. A. policies 
of every character is made easier by reason of the 
complete selling and educational equipment supplied 
the field men. There is always a reason—and this is 
the big reason for the success and growth of 
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The best legacy a child can get is an education 


THE BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President Kansas City, Missouri 








OVER $15,000,000.00 IN BENEFITS 
PAID SINCE ORGANIZATION 


OVER $48,000,000.00 LIFE 
INSURANCE IN FORCE 
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GROUP INSURANCE NOW 
GREAT SOCIAL FACTOR 





Value and Importance Brought 
Out at Conference of Equitable 
Life Supervisors 


HAS BILLION IN FORCE 


New York Company Writes One-Sixth 
of the Total in This Class 
in the Country 


NEW YORK, Feb. 8.—Announce- 
ment that the Equitable Life of New 
York had passed the billion mark in 
group insurance in force was made by 
Vice-President William J. Graham at 
the conference of group superintendents 
held here this week. The group super- 
visors had gathered from all parts of 
the country for a two-day conference at 
the home office, which closed with a 
luncheon Tuesday with the officers of 
the company present. Mr, Graham an- 
nounced that the January production o 
$48,000,000 added to the $958,000,000 in 
force at the end of 1927 put the company 
in the billion dollar class in this branch. 

President Thomas I. Parkinson, in 
opening the conference Monday, gave 
the figures on last year’s business. The 
Equitable’s new group business totaled 
$134,000,000. The increase in force was 
$141,632,574, considerably more than the 
new business. 


Has One-Sixth of Volume 


Mr. Parkinson said that the total in 
force at the end of the year was $958,- 
694,670, an increase of 17 percent for the 
year. The gross premium income was 
$10,812,688, an increase of 23 percent. 
The dividends or premiums refunded 
were $2,259,118, an increase of over 36 
percent. The mortality rate was 68.76 
percent, compared with 70 percent for 
1926. Death and disability claims paid 
during the year were $7,524,480. Since 
the introduction of group insurance in 
1911, the company has received group 
premiums of $62,418,917 and has paid 
out in claims $40,758,332. The Equitable 
has almost one-sixth of all the group 
insurance in force, the total being 
$6,500,000,000. 


Tells of Social Significance 


In commenting on the attainment of 
the billion mark, Mr. Graham said that 
it had taken the group department only 
17 years to attain the goal which it took 
the ordinary department 40 years to 
reach. He told of the remarkable de- 
velopment of this branch of the business, 
of its social significance and of its low 
lapse rate. Mr. Graham said that it is 
a business which is taking in $200,000 
daily in premiums and yet it is not a 
cost item to either employer or employe. 
but rather a social factor which is of 
vital importance to the economic order 
of things. 


Industrial Relations Expert Speaks 


This same thought was expressed by 
Cyrus S. Ching, manager of the indus- 
trial relations department of the United 
States Rubber Company and vice-presi- 
dent of the American Management Asso- 
ciation, who was guest and speaker at 
the luncheon. Mr. Ching expressed the 
opinion that the two great phenomenal 
developments in business in the past 
quarter century are the automobile busi- 
ness and the insurance business. He 
particularly compared group insurance 
to the automobile business in the matter 
of facilitating distribution and thus con- 
tributing to the economic welfare of the 
country. 

Mr. Ching aiso emphasized the new 
development in industrial management 
whereby the employer is recognizing his 

















METROPOLITAN REPORT SHOWS DECREASE 
IN DEATH RATE AMONG WAGE EARNERS 





URTHER evidence that 1927 was a 
F year of record low mortality is con- 

tained in the monthly statistical bul- 
letin just issued by the Metropolitan 
Life, giving the report for December 
and summing up the experience of the 
entire year. The Metropolitan Life re- 
ports that the death rate among the 
wage earners of the United States and 
Canada, as represented by the 18,000,000 
industrial policyholders of that company, 
dropped to the amazingly low figure of 
8.4 per one thousand, which is a new 
minimum for all time. The company 
points out in its report that these policy- 
holders, comprising as they do more 
than one-seventh of the total population 
and more than one quarter of the urban 
population of these two countries, has 
always proved an accurate index of the 
experience in general. 


Comparisons Shown 


The death rate of 8.4 compared with 
8.9, as reported in 1926, and the pre- 
vious minimum of 8.5, reported both in 
1925 and 1924. In consideration of 
death rate, this does not sound as a 
notable improvement, but consideration 
of the deaths represented more clearly 
shows this. If the 1926 death rate had 
prevailed in 1927 there would have been 
&,808 more deaths last year than did 
eccur. Comparing the 1927 experience 
with that of 1911, a still more vivid is 
shown. In 1911 the death rate was 
12.5. The reduction to 8.4 in 1927 rep- 
resents a drop of 33 percent or a saving 
of 72,570 lives which would have been 
lost had the 1911 death rate prevailed. 
During the whole period of 1911 to 1926, 
fewer persons to the number of 278,395 
died among the industrial policyholders 
than would have died had the mortality 
among them declined at the same rate 
that prevailed in a general population 
of the country. The general population 
death rate declined only 11.7 percent 
while the Metropolitan policyholder 
death rate dropped 29.3 percent. This 
has always been reflected in the expecta- 
tion of life and the wage workers have 
added 8.39 years to the expectation of 
life in 1926 as compared with 1911, In 
the general population the increase was 
only 4.7 years. 


Favorable Throughout Year 


The mortality experience of 1927 was 
favorable throughout the year. There 
was only one month when the mortality 
exceeded that of the corresponding 
month of 1926, that being August. Six 
of the months registered a lower rate 
than had ever before been reported. 
There were a few disconcerting features 
in the year’s experience, chiefly because 
they were of a nature that should be 


classed as preventable. There was a 
bad outbreak of typhoid fever in Mon- 
treal early in the year and there was an 
unusual problem of poliomyelitis in the 
United States. It was notably a diph- 
theria year also. These three items 
however had little effect on the general 
death rate as they are of relatively small 
importance. 


Tuberculosis Reduced 


Considerable satisfaction is expressed 
over the establishment of a new mini- 
mum mortality for tuberculosis. The 
company’s policyholders established a 
new low record, the death rate being 
93.5 per 100,000, which is 4.8 percent 
below the previous minimum of 98.2, 
established in 1925. Since 1920, when 
the figure of 137.9 was recorded, the re- 
duction has been 32.2 percent; since 
1913 it has been 52.7 percent; and since 
1911, when the rate was 224.6, there has 
been the remarkable reduction of 58.4 
percent. The Metropolitan Life has 
found that the reduction in tuberculosis 
mortality has applied to all sections of 
the country and to both urban and rural 
populations. It is also applied to both 
the colored and white race and to per- 
sons engaged in practically all occupa- 
tions and branches of industry. It has 
applied to all economic strata of the 
population and this is particularly note- 
worthy in that the industrial wage 
earners show a greater improvement 
than the general population. 

Last year there was also a notable im- 
provement in the pneumonia and in- 
fluenza death rate, a new low record 
being established for this, in 1927 pneu- 
monia death rate of 62.9, and the in- 
fluenza death rate of 15.6 being a not- 
able reduction from the experience of 
the previous year. There was no im- 
provement in cancer in 1927, a slightly 
higher death rate being reported and a 
new maximum figure shown. The mor- 
tality from diabetes was the same as in 
1926 and at a figure which has only been 
exceeded once previously. The alco- 
holism death rate declined slightly last 
year, but there were more violent deaths 
in 1927, indicating no progress in public 
safety. The automobile death rate in 
particular is cited, the 1927 figure being 
more than eight times that for 1911, 
more than three times that for 1915, 
and almost twice that for 1917. Last 
year, 3,266 industrial policyholders of the 
Metropolitan lost their lives in automo- 
bile accidents with a resultant death 
rate of 18.6 per 1@0,000, an increase of 
9.4 percent over the previous preceding 
year. The suicide death rate increased 
appreciably and homicides, increased 
slightly during the year. 








duty to the employe in supplying the 
means of hélping himself to mdepend- 
ence. Group insurance is of prime im- 
portance in this and he expressed the 
hope that the future will see no competi- 
tive element in the carrying of group 
insurance, but rather that every em- 
ployer will carry it as a recognized duty, 
an employe always having it despite 
shifting employment. 


World Watching Developments 


Several others of the home office staff 
spoke at the luncheon. William Alexan- 
der, secretary, told of the development 
of training work, saying that this is far 
more important today than formerly. 
Robert Henderson, vice-president and 
actuary of the company and one of the 
originators of group insurance, told of 
the international scope of this business 
today. He reported that at the inter- 
national congress of the actuaries last 
summer, it was evident that all of Eu- 
rope is watching closely the develop- 
ment of group insurance and taking a 
keen interest in it. W. B. Parsons, 
superintendent of the claim department, 
spoke of the increasing importance of 





the group disability feature, in addition 
to the original group life insurance. He 
also spoke of the aid which those in the 
field can give in the handling of claims, 
their contacts giving them information 
which the home office cannot secure. 


NEW WORLD LIFE GETS 
EFFECT OF RECENT SALE 





The market price of shares of the 
New World Life of Spokane has in- 
creased since the sale of the Western 
Union Life. The stock of the New 
World has been rather inactive, a few 
shares now and then changing hands 
at about $13 a share. Evidently when 
the price paid for the Western Union 
Life, $1,367 a share, became public, 
people began to realize the value of 
shares of first class companies. The 
New World Life stock now is taken 
at $20 a share and is likely to go higher. 
The New World Life stock is quite 
widely distributed. The shares that 
have changed hands have been rather 
small lots indicating that the purchaser 
desired to buy and salt it down. 





COOPERATION OF TRUST 
COMPANIES VALUABLE 


M. Albert Linton of Provident 
Mutual Life Addresses Chi- 
cago Joint Meeting 


SUBJECT WELL COVERED 


Speaker Sounds Some Warnings to Life 
Underwriters on Matter of Making 
Unalterable Payment Plans 


“We are not interested in building 
trust company business per se, but are 
interested in conserving policyholders’ 
funds and so cannot overlook the im- 
portance of fiduciary institutions in this 
work,” said M. Albert Linton, vice- 
president of the Provident Mutual Life, 
speaking at the joint insurance trust 
meeting held in Chicago under the au- 
spices of the Chicago Association of 
Life Underwriters and the Northern 
Trust Company. In an address that was 
replete with inspirational material on 
the one hand and warnings against unal- 
terable life insurance plans on the other, 
Mr. Linton held his large audience at 
close attention for more than an hour. 

After the opening of his address, Mr. 
Linton paid tribute to Henry Abels, 
vice-president of the Franklin Life, for 
an address Mr. Abels recently gave on 
an investigation his company conducted 
into the status of policyholders’ bene- 
ficiaries after the death of policyholders 
with reference to the manner in which 
life insurance proceeds are handled. 
“The data throw new light on the way 
money is handled by beneficiaries,” he 
said, “and gives new impulse and inspi- 
ration to the men in the life insurance 
business.” 


Investment Facts Compared 


Mr. Linton next detailed the cost of 
insurance at various ages and undet 
various plans and told what amounts are 
necessary to produce proper incomes for 
families of various size if the principle 
is to be retained intact. He compared 
the investment factor of life insurance 
companies and trust companies and 
stated it as his belief that the net re- 
turn to beneficiaries from funds handled 
by a trust company will in general be 
greater than the returns from funds 
handled for beneficiaries by life insur- 
ance companies. However, he empha- 
sized the absolute security of funds left 
with a life company. 

He stated it as his own belief that 
the proper method of séfttlement is to 
pay a lump sum for the “clean up” after 
the death of a policyholder, to establish 
a “backlog” of monthly income from the 
insurance company or companies, and te 
place the remainder of the total insur- 
ance proceeds in trust with a trust com- 
pany. 

Trust Company Qualities Told 


“One fact in the favor of the trust 
company,” Mr. Linton said, “is that the 
company at all times has access to 4 
court of competent jurisdiction in the 
event of trouble. The insurance com- 
pany is in a different position in handling 
a complicated insurance plan when 
claims are pending against the funds 
derived from insurance. There are mil- 
lions of dollars of insurance outstanding 
under complicated optional settlement 
plans that are not going to be a credit to 
the life insurance companies when s¢t- 
tlements are made.” 

Mr. Linton stressed the fact that 4 
trustee can exercise discretion in hand- 
ling funds left with it and that this 1 
the chief reason why insurance compa 
nies seek trust company cooperation. 
He said that money from insurance cam 
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Have you— 
Did you— 
Will you— 


Have you ever organized and developed a three 
million dollar agency? 

Have you ever organized and developed a two 
million dollar agency? 

Have you ever organized and developed a one 
million dollar agency? 

Have you the inclination and ambition to do it 
again? 

Did you ever make $25,000 in one year? 

Did you ever make more than $25,000 in one 
year? 

Will you investigate and ascertain what we are 
driving at? 

Will you be able to furnish a bond and satisfac- 
tory references? 

Will you give a clear insurance record when 
making inquiry? 

Never mind just at this time whether the propo- 
sition involves a straight commission, salary and 
commission, or salary. 

o* " o 


We will make five special appointments this 
year in the following territory: 


Pennsylvania with headquarters at Philadelphia 


Ohio with headquarters at Cleveland or some other 
city to be determined upon later 


Minnesota with headquarters at Minneapolis 
Illinois with headquarters at Chicago 


Iowa or South Dakota, headquarters at Des Moines 
or Sioux City, to cover both states 


These five appointments will be closed with 
those who have performed along the lines of this 
inquiry. 


ok 


Our plans are made. Send with your inquiry 
your insurance history and age, if you are in a 
position to produce not later than April first. 


There are many good young men who at one 
time were a success in this business and left it to 
engage in some other. Now they wish to return 
and many will do so during 1928. 

Our gain represents 50% of the volume paid 
for during 1927, which volume was substantial. 
Our new business paid for in 1927 showed an in- 
crease of 10% over the new business of the previous 
year. 


Address D-45, 
Care of The National Underwriter. 























come to a trust company either through 
an estate or by direct assignment when 
the policies are written. He 
against making a policy payable to a 
man’s estate, however, saying that such 
a policy is a “red warning to stop, look 
and listen.” 


Policyholder May Err 


Entrance into higher educational in- 
stitutions, even state universities, he 
said, is yearly becoming more difficult, 
and, therefore, a man who thinks he has 
properly provided for his children’s edu- 
cation by making certain policies pay- 
able to his estate for this purpose may 
be proved to have been utterly wrong in 
his judgment. It is in matters arising 
out of such a situation as this that the 
discretionary powers of the trust com- 
pany become inestimably valuable. “For 
education,” he said, “is needed a fund 
that can be drawn upon and someone 
who will use discretionary power in 
handling it. The unforeseen contin- 
gency is the important one, and it is 
wrong to make for policyholders inflex- 
ible plans for rigidly regulated incomes. 
The test for choosing is that where 
there is a possibility of an emergency 
need for the use of the life insurance 


principal fund, trust company service 
is indicated.” 
Another necessity which Mr. Linton 


indicated is that the trust deed and the 
provisions of a policy or policies must 


be carefully scrutinized to insure that 
all instruments harmonize. 
In closing the speaker said: “Do not 


try to become trust officers yourselves. 
Leave that to trust companies and spend 
your time selling more life insurance. 
Selling trust service is giving post- 
graduate life insurance service, and 
every life underwriter should master this 
subject in order that he may present it 
intelligently to his clients.” 


McALISTER GROUP HONORS 
D. P. FACKLER, C. A. MEBANE 





Honoring the names of David Parks 
Fackler, dean of American actuaries, and 
Cummins A. Mebane, a leading figure 
- the company’s successful career, the 

Pilot Life and_its four associated fire 
companies at Greensboro, N. C., have 
named two of the buildings in the home 


office group the Fackler and Mebane 
buildings. The name of the third build- 


ing of the $700,000 plant, nearing com- 
pletion at Sedgefield, just outside of 
Greensboro, has not been chosen as yet. 

The central building will be known 
as the Fackler building. Mr. Fackler 
was the first actuary the McAlister com- 
panies had. Born in Virginia in 1841, 
educated in the College of the City of 
New York, he first entered the insur- 
ance business in the actuarial depart- 
ment of the Mutual Life of New York, 
and after years of experience, resigned 
to become a consulting actuary. He was 
a leading figure in the formation of the 
Actuarial Society of America in 1889 
and was its second president. 

The eastern wing of the Pilot office 
will be termed the Mebane building. 
Cummins A. Mebane died in January, 
1926, ‘after a life of splendid service for 
the Pilot companies. Entering their em- 
ploy as an office boy at the age of 14 
he made rapid progress and at the time 
of his death was yet a young man but 
was in executive position for the four 
fire insurance companies associated with 
the Pilot Life. One of his big achieve- 
ments was the harmonization, during his 
last year, of fire insurance companies 
and the bringing together into one asso- 
ciation of the non-board fire companies 
in the southeastern states. 


J. S. Myrick to Visit in Chicago 


Julian S. Myrick, New York general 
agent of the Mutual Life of New York 
and president of the National Associa- 
tion of Life Underwriters, will visit in 
Chicago at the end of this week. While 
in that city he will meet with a number 
of prominent Chicago general agents 
and managers. 


warned | 
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HENRY B. HAWLEY DIES 
SUDDENLY IN FLORIDA 


DES MOINES COMPANY HEAD 











President of Great Western Prominent 
in Life and Accident Insurance 
Fields and in Civic Activities 





DES MOINES, Feb. 9.—Henry B. 
Hawley, founder of the Great Western 
of this city in 1901 and its president 
since that time, died suddenly in St. 
Petersburg, Fia., Feb. 4. Following 
their usual custom, Mr. and Mrs. Haw- 
ley. were spending the winter in Flor- 
ida. While in Chicago on their way 
south Mr. Hawley was in a taxicab ac- 
cident, but aside from a serious nerve 
shock it was not thought serious results 
would follow, but it is believed by his 
friends that this hastened the end. 


Mr. Hawley’s Career 


Mr. Hawley was born on a farm in 
Wyoming county, New York, Jan. 30, 
1856. He had his early education in 
Warsaw academy in New York and 
later taught there. In 1882 he went to 
lowa and began his insurance career as 
a representative of the Northwestern 
Mutual -Life. He later organized the 
Bankers Accident, now merged with a 
Chicago company. In 1901 he organized 
the Great Western, an accident insur- 
ance company until 1924, when life in- 
surance was added. 

Active in Other Fields 


Mr. Hawley helped organize the Re- 
insurance Life of Des Moines and served 
as president of the company and later 
as chairman of the board. He had been 
active in the Iowa Society of the Sons 
of the American Revolution and _ had 
served as president of the Iowa society 
and vice-president general of the na- 
tional society. 

Last September he created the Haw- 
ley welfare foundation, a permanent 
trust fund to aid the welfare of Des 
Moines and Iowa. It was the culmina- 
tion of his life interest in social work 
and was to be his contribution to the 
community. 


REPORT COMMENDS THE 
EQUITABLE OF NEW YORK 





NEW YORK, Feb. 9.—In its trien- 
nial examination report on the Equitable 
Life of New York, filed this week and 
summing up the condition of the com- 
pany as of Dec. 31, 1926, the New York 
insurance department highly commends 
the growth and activities of this com- 
pany. This is the first examination re- 
port since the complete mutualization o! 
the Equitable and it reviews the entire 
history of the organization. The build- 
ing and occupation of the new home 
otnce building is reviewed. The notable 
increases in business and the many new 
features offered are highly commended. 
particularly the liberalization in practice 
in recent years. The report also speaks 
highly of the improved methods in use, 
their increased productivity being cited 
as a direct result. The report concludes 
with saying that the rapid growth of the 
company can be reflected in the growth 
of surplus from about $6,000,000 in 1912 
to about $55,000,000 in 1926. 


Farmer Getting on Feet 


In its annual report the Merchants 
Life of Des Moines says regarding the 
farm situation: 

“Through our farm loan bureau there 
has been loaned through first mortgages: 
on highly improved farms in the com- 
munities where the company operates 
$6,182,682. Despite the so-called ut- 
favorable conditions of agriculture # 
the present time, there is very little 1” 
terest on such loans in arrears and out 
experience leads us to believe that the 
farmer is rapidly getting on his fee! 
again. 
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HATCHER BROS., State Agents, Fargo, N. D. 

















Annual Statement 


(CONDENSED) 






































Year ending December 3!st, 1927 








— New Business Issued ................ $ 75,391,761.00 
Ou i ‘ane *Business in Force ................... 502,544,842.00 
Achi a 
evement iF = ii denbdteadluditeciaecesexatSn 23,902,307.33 
Over pee Assets cote ee eeeeeeeeeeeeeeeeeseesnes 94,909,288.96 
Half a = EE 86 ice stOeesk ovawnibekencixs 91,424,753.40 
Billion (== Gross Surplus Earned................. 4,833,298.88 
ae. Provision for Future Profits 
~ to Policyholders .................. 9,152,384.00 
35 Years aes Unassigned Profits and 
a Contingency Reserve .............. 3,484,535.56 


























*Over Five Hundred Million Dollars of protection 
sheltering the homes of this continent. 



























































Lower Expense Rate 
Lower Mortality Rate 
Increased Surplus Earnings 
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C. T. MILNER, Manager, Chicago 


T. S. COLEMAN, Manager, Detroit 


F. W. ATKINSON, Manager, Minneapolis 
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SEES POTENTIAL SALES 
FORCE IN TRUST PLAN 


Believes Arrangement Can Always 
Be Used to an Ad- 
vantage 


APPLICATION EXPLAINED 





C. H. Voorhees, Connecticut General 
Counsel, Addresses New York 
Life Underwriters 


NEW YORK, Feb. 9.—Answering the 
question, “When should one suggest a 
life insurance trust and why?” C. H. 
Voorhees, general counsel for the Con- 
necticut General Life, said that consider- 
ing the question broadly he would say: 
“Always; certainly every time there is 
a surplus over the minimum needs of 
the beneficiary or a certainty that the 
beneficiaries cannot or should not take 
care of the estate.” Mr. Voorhees was 
the speaker for the meeting of the Equit- 
able Trust Company of New York here 
last Thursday. He was introduced by 
Dr. C, E. Albright, the star producer 
of Northwestern Mutual Life and the 
non-resident member of the New York 
advisory council on life insurance trusts. 


Two Distinct Factors 


Mr. Voorhees said that an analysis 
of the relationship of life insurance and 
the trust contract can be more clearly 
made when it is understood that man’s 
economic activity is divided into two 
major branches, the creation and the 
conservation of the estate. As the aver- 
age man gives the early part of his life 
exclusively to the creation of the estate, 
he is apt to overlook the conservation. 
He said that this was true of the in- 
dividual and the country as a whole. 
The United States, unlike its European 
predecessors, has thought chiefly in 
terms of capital and not income. He 
further pointed out that the country is 
now fully aware of the value of life in- 
surance as the creator of estates and 
is beginning to recognize its value as 
a conservator. Thus income is becom- 
ing an increasingly important item. 

Each Has Function 


In meeting the problem of handling 
the estate income, Mr. Voorhees said 
that life insurance is primarily the cre- 
ator and the trust company the con- 
servator. Thus the broad answer as to 
when to suggest a life insurance trust 
is “always.” First, the minimum needs 
of a man’s family should be handled 
under the optional settlement of the 
life policy. ‘Then the surplus over the 
minimum needs can be regarded as the 
estate and this can most satisfactorily 
be handled by the trust company. Mr. 
Voorhees gave several reasons for this. 
The trust company can better handle 
the investment of the fund. It can meet 
temporary emergencies without a forced 
sale of securities. It prevents the cap- 
ture of the estate by shyster lawyers. 
It relieves the wife and other beneficiar- 
ies of a great responsibility, particularly 
at the very time when, in their bereave- 
ment, they are least able to undertake 
it. At a nominal cost this situation can 
be wiped out. 

There are four things that happen 
when a man dies: The income producer 
is wiped out; the estate protector 1s 


wiped out; the estate manager is wiped } 


out; the estate advisor is wiped out. 
The estate greatly needs someone to 
take the place of each of these. Mr. 
Voorhees said that the trust company 
is the only institution which can do this 
and it satisfactorily replaces all four at 
once. 

It was also pointed out by Mr. 

(CONTINUED ON PAGE 27) 





LINCOLN NATIONAL LIFE 
PROGRAM OF PUBLICITY 


FOUR COURSES ARE LAID OUT 





Edgar Paul Hermann Becomes Head of 


the Advertising and Publicity 
Department at Ft. Wayne 





The importance of a thoroughly co- 
operative program of publicity and sales 
promotion has frequently been empha- 
sized by Walter T. Shepard, vice-presi- 
dent and manager of agencies of the 
Lincoln National Life. His thinking in 
this field has developed a number of 
organization ideas and plans which are 
to be incorporated in a new program of 
considerable extent which the Lincoln 
National is inaugurating in connection 
with its desire to give the individual 
agent in the field the strongest possible 
support. Four types of activities are in- 
cluded in the plan as at present outlined 
by Mr. Shepard in the new division of 
publicity and sales promotion. 


Types of Activities 


First of all, the field and policyholder 
publications are to be enlarged, ampli- 
fied and refined. Careful attention is to 
be paid particularly to the agents’ maga- 
zines, to agency bulletins, and to other 
periodic publications designed to help 
men in the field. 

Second, in the Shepard program, 
trained reporters will organize the work 
of passing on to the press reports of 
activities of agents and home office 
folks, of research and developments in 
the Lincoln laboratories and research 
departments, and of other matters of 
news value, in the manner acceptable 
to editors. Careful discrimination will 
be made so that any Lincoln Life copy 
submitted will pass the tests of having 
real news value worthy of its space and 
a genuine contribution to the columns 
of the publications to which they are 
sent. 

Thirdly, Mr. Shepard lays great stress 
on the development of sales promotion 
and sales cooperative work in the divi- 
sion, including many features such as 
booklets, direct mail literature, contests, 
kits, sales helps, etc. 


Advertising Program 


Finally, Mr. Shepard plans to central- 
ize the advertising activities of the Lin- 
coln National Life so that its procedure 
may be standardized and its copy invig- 
orated. This final project will probably 
develop more slowly than the previous 
three. 

In connection with this program the 
Lincoln National Life has made the fol- 
lowing appointments: Edgar Paul Her- 
mann, advertising manager and head of 
the division; R. Martin, assistant, 
and Sheldon Hine, art department. 

Mr. Hermann comes to the Lincoln 
Life from the La Salle Extension Uni- 
versity, where for five years he has been 
director of publications and editor of 
“Personal Efficiency Magazine.” Pre- 
viously with that organization he had 
charge of mail order sales, and had 
close association with the university’s 
sales force, particularly in editing the 
sales magazine, and preparing sales pro- 
motion literature. 


Mr. Hermann’s Career 


Mr. Hermann has been a frequent 
contributor to the business press. His 
articles have appeared in such maga- 
zines as “Printers’ Ink Monthly,” 
“Printers’ Ink Weekly,” “Advertising & 
Selling,” “Forbes,” “Business,” “How to 
Sell,” “Opportunity,” “Poster,” “Mail- 
bag,” “T. P. A. Magazine.” He has 
also served as a free lance sales visual- 
izer to many associations, organizations, 
and business houses. His previous ex- 
perience includes work as a newspaper 
reporter, publicity writer for a large 
state university, advertising manager for 
a national advertiser, and managing di- 





NEBRASKA BANKERS LIFE 
AGENTS HOLD CONVENTION 





MEN ATTEND FROM 3 STATES 





Large Delegation of Home Office Rep- 
resentatives Is Present—Emphasis 
of Session Is Educational 





KANSAS CITY, Feb. 9.—Fiifty 
agents of the Bankers Life of Nebraska 
met in a district convention here on 
Feb. 6-7. The three branch offices of 
Missouri, Kansas and Oklahoma were 
represented. John Willoughby of Kan- 
sas City is manager of the Missouri 
branch, Jim Wylie of the Oklahoma 
branch and George Garrison of the 
Kansas branch, 

H. S. Wilson of Lincoln, Neb., headed 
the home office delegation, which in- 
cluded Fred Sanders, secretary; Dr. A. 
R. Mitchell, medical director; C. Petrus 
Peterson, general counsel; A. B. Olson, 
manager of agencies, and I. L. Devoe, 
assistant manager of agencies. 


Meeting Is Educational 


The stress of the meeting was largely 
educational, the home office officials em- 
phasizing the value of the home office 
schools, which they have been conduct- 
ing with gratifying success. It was 
pointed out that 12 men who attended 
the first school wrote $433,000 of busi- 
ness from Oct. 24 to Jan. 31, the first 
three months after attending the school, 
while 12 men from the second school 
wrote $314,000 from Dec. 19 to Jan. 31. 
Another home office school will be held 
in March. 

Officers announced that the company 
had made a 20 percent increase in issued 
business in 1927 over 1926. The three 
branches represented at the meeting 
here produced more than $5,000,000 dur- 
ing 1927. 

Mr. Peterson, general counsel, made 
the principal address at the banquet on 
Monday evening. He spoke about per- 
sonality as it is associated with the suc- 
cess of the life insurance man. 





Interesting Survey Made 


An interesting survey of the work of 
64 men in 12 weeks’ time has been made 
by the Kansas City Life. These men all 
completed the correspondence course 
offered by the Kansas City Life, which 
requires in addition to a thorough 
mastery of the subject matter of the 
course, that at least one application each 
week be written for 12 consecutive 
weeks and that at least $25,000 of busi- 
ness be submitted in that time. 

In the 12 weeks these 64 men sub- 
mitted business amounting to $4,071,692. 
They made 18,014 calls, which netted 
them 8,421 interviews. They worked 
23,470 hours, during which time they 
wrote 1,835 applications. The average 
volume per man was $75,400, and the 
average application $2,219. The aver- 
age number of hours per $1,000 of in- 
surance _was_ 5.74. For every 4.59 
interviews one application was written. 


Officers, Directors Reelected 


At the annual meeting of the stock- 
holders of the Pan-American Life the 
entire board of directors was reelected, 
and at the meeting of the board of di- 
rectors, the officers of the company were 
again reelected. At the meeting S. S. 
Goldman was appointed assistant to the 
general counsel, and E. P. Paterson was 
made cashier. 








rector of the engineering organization. 
He is well equipped by education and 
experience for the work, having studied 
eogineering at the University of Illinois, 
education psychology at the University 
of Wisconsin, law at the John Marshall 
Law School, and commerce and admin- 
istration at the University of Chicago. 





ANNUAL FIGURES 
SHOW FINE GROWTH 


Life Companies Display Healthy 
Status in Their New Finan- 
cial Statements 








INCREASE IN BUSINESS 


Solidity of the Insurance Structure Is 
Apparent by Studying the Won- 
derful Records 





The Connecticut General Life reveals 
a substantial growth in business and re- 
sources in its 63rd annual statement. In 
1927 the company placed $222,043,435 
of new life insurance. Life insurance in 
force including group now totals $940,- 
725,117, nearly seven times as much as 
in 1917. The total income for 1927 was 
$31,886,408, almost five times the figure 
for 1917. 

Assets now amount to $100,846,677. 
Liabilities, principally for policy re- 
serves, total $92,636,350, leaving an ex- 
cess security for policyholders of $8,- 
210,327. The company now holds assets 
of over $108 for every $100 of liability. 

Measured by life insurance in force 
among the 375 life insurance companies 
in the country this company has in ten 
years risen from 27th place to 16th place. 
For years the company’s agents have 
been seeking as prospects the thrifty 
and more stable members of the com- 
munity. With this careful selection, the 
company has had a good mortality over 
a long period of years. In 1927 the 
death rate was exceptionally favorable. 


Written Along Modern Lines 


A substantial portion of the com- 
panv’s new business is written along the 
modern lines which provide not merely 
for the creation of insurance estates, but 
for their conservation. It is becoming 
common practice for men to relieve their 
beneficiaries of the care of investing the 
proceeds of their insurance policies and 
to give them the protection that comes 
from having their income derived from 
the expertly selected and highly diversi- 
fied assets of a great life insurance com- 
pany. The Connecticut General is en- 
ergetically promoting plans for treating 
life insurance proceeds as trusts with 
either a trust company or the insurance 
company itself acting as trustee. The 
companv is writing several hundred trust 
agreements every month, often in co- 
operation with trust companies. 


Life Income Contracts Mature 


The life income contracts first issued 
by the company ten years ago began 
to mature during the last year. Hold- 
ers of these contracts insured against 
death and disability until age 65 have 
now begun to receive monthly incomes 
which will continue for life. This form 
of contract, new ten years ago, is now 
a standard form, growing in popularity 
every year. 

With the idea that life insurance 
should be sufficient in amount to sub- 
stitute for earning ability terminated by 
death or total and permanent. disability 
has grown up a new conception of the 
importance of accident insurance. It 15 
now being bought in amounts large 
enough not only to pay for the heavy 
expenses accidents so frequently causé, 
but to provide an income to take the 
place of that lost during disability. The 
increasing demand for accident insurance 
is reflected in the annual report of the 
Connecticut General which shows a sub- 
stantial increase in the income of the 
accident department for 1927. 

A gain of over $12,000,000 in assets 
in 1927 is shown in the annual report of 
the Bankers Life of Towa. Its total o! 

















1928 


‘om- 


prelv 


rsi- 


tin 





LIFE INSURANCE EDITION 














| 
| 
| 
| 














ANOTHER WORLD'S RECORD 


IN DECEMBER, 1926, OUR THIRTY 
DAY CHARTER POLICY CAMPAIGN 
RESULTED IN THE GREATEST 
AMOUNT OF LIFE INSURANCE 
EVER WRITTEN BY ANY COMPANY 
DURING THE FIRST THIRTY DAYS 
AFTER ITS ORGANIZATION. 


IN DECEMBER, 1927, OUR ISSUED 
AND PAID FOR LIFE INSURANCE 
IN FORCE AMOUNTED TO: 


$6,900,000.00 


A WORLD’S RECORD FOR FIRST YEAR PRODUCTION 


THERE MUST BE A REASON 


ASK THE AGENCY DEPARTMENT 


WHY? 


SENTINEL LIFE INSURANCE COMPANY 


HOME OFFICE 
KANSAS CITY, MISSOURI 
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NYLIC INCENTIVES and AIDS TO SUCCESS 













New York Life Agents 
Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 





office Building 


Home 
now being erected on the site 
of the famous old Madison 
Square Garden 


New 


NEW YORK LIFE INSURANCE COMPANY 
_ DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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Elbert Hubbard on Advertising: 


ADVERTISING is the. education of the public as 

to who you are, where you are, and what you 

have to offer in the way of skill, talent, or com- 

modity. The only man who should not advertise is 

the one who has nothing to offer the world in the 
way of commodity or service. 

















assets is now more than $100,000,000. 
the impressive gain in assets is one of 
several noteworthy advances recorded 
by the company during 1927 

During the year the Bankers Life in- 
creased its total admitted assets to $103,- 
615,054, a gain of $12,901,441. 

The company’s total of legal reserve 
life insurance in force gained more than 
$65,000,000 in 1927. On Dec. 31, 192i 
the total of life insurance in force was 
$841,964,002. 

Of particular interest to Bankers Life 
policyholders is the fact that the com- 
pany has set aside, to be paid out as 
dividends to policyholders this year, 
$4,186,885. The increase is $749,083. 

Sales of paid-for life insurance in 1927 
showed a noteworthy gain over 1926. 
The Bankers Life field organization 
paid for a total of $167,375,218, which 
was a gain of nearly 10 millions over the 
total of business written and paid for 
in 1926. The total income was $34,789,- 
972. In 1926 the total income was $30,- 
259,460. Premium income aggregated 
$29,084,149, a gain of $3,737,823. First 
mortgage loans now held as assets by 
the Bankers Life total $67,233,324, an 
increase of nearly $3,000,000. The con- 
tingency reserve was $4,001,662.18, an 
increase of better than $500,000 during 
the year. 

Great West Life 

The annual statement of the Great 
West Life of Winnipeg shows new busi- 
ness $75,391,761, increase $2,668,226; in- 
surance in force $502,544,842, increase 
$45,237,263; assets $94,909,289, increase 
$11,388,943; income $23,902,307, increase 
$2,090,186; capital $1,108,706, net surplus 
$2,484,536, gain $331,456. The profit 
earnings of the year were nearly $5,000,- 
000. The Great West Life is built very 
solidly and is making a most substantial 
growth. 


Peoria Life 


The Peoria Life shows assets $14,918,- 
805, capital $250,000, net surplus $628,816, 
mortality ratio 43.2 percent, total income 
$5,063,858 increase $44, 571, insurance in 
force $148,329,755, increase $16,278,597; 
rate of interest earned on mortgage 
loans, 6 percent. Its assets increased 
last year $1,900,404. 

Farmers & Bankers Life 


The Farmers & Bankers Life of 
Wichita presents its 17th statement 
showing assets $7,441,613, gain $779,601, 
policyholders surplus $627,575, insurance 
in force $46,873,853. It has on deposit 
in the state $5,373,932 to protect policy- 
holders. The Farmers & Bankers is one 
of the stalwart Kansas companies that 
is rendering real service. 

Guardian Life 


The statement of the Guardian Life 
shows new paid business totaled $72,- 
170,860; the greatest production in the 
Guardian’s history. The rapid progress 
made in recent years is shown in an in- 
teresting tabulation of figures for the 
three year periods from 1921 to 1924, 
and 1924 to 1927. From an annual new 
business production of $37,826,127 in 
1921, it has risen to the new record 
of $72.170,860. Over the same period, 
the total of insurance in force has 
grown from $198,248,166 to $373,900,044. 
The assets have increased irom $41,- 
152,050 to $62,498,431. The mortality 
experience in 1927 was more favorable 
than during the preceding year, being 
48 percent, thereby resulting in a sav- 
ing to policyholders of $1,686,158— 
$247,712 in excess of that for 1926. 

The rate of interest realized on the 
mean amount of invested assets in- 
creased to 5.82 percent. Of the new 
investments, those on bond and mort- 
gage, aggregating $11,543,685, were 
made at an average yield in excess of 
6 percent. 


Go on West Indies Cruise 


T. PAUL, MINN., Feb. 9.—W. W. 
Klingman, agency manager, and W. L. 
Boyce, superintendent of agencies for 
the Equitable Life of New York, left St. 
Paul this week for a month’s cruise in 
the West Indies. 
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J. ELLIOTT HALL LEADS 
PENN MUTUAL OFFICES 


PRODUCTION FOR LAST YEAR 
Home Office General Agency Was the 
Second on the List in Pro- 

duction 





The J. Elliott Hall agency of the 
Penn Mutual Life of New York paid 
for $28,802,198 last year and led the 
list. During the last three months its 
production was $7,396,210. Mr. Hall 
took charge of the agency in October, 


1924. In that year the production was 
$18,285,463. Albert Hopkins led the 


agency last year in point of volume. 
N. A. Hall led in number of lives and 
was second in volume. George A. Good- 
rich was third place in volume and in 
number of lives. 

The home office general agency at 
Philadelphia paid for $21,740,442 during 
the year. Thomas M. Scott was the 
leader i in the agency as well as the com- 
pany’s national leader. His production 
amounted to $1,610,533. Meredith 
Munns was second with $1,003,300. L. 
M. Sacrey was next with $575,000 and 
John H. Jeffries, Jr., was next with 
$465,665. Mr. Jeffries, by the way, is 
the son of the agency secretary of the 
company. 


KANSAS AGENTS IN MEETING 
Roger B. Hull and Mansur B. Oakes 
Take Prominent Part—More Than 
400 Life Men Attend 





Upward of 400 Kansas life insurance 
men attended the Wichita, Kans., annual 
sales congress, held under the -auspices 
of the life associations of Wichita, To- 
peka, Hutchinson and Manhattan. W. R. 
Baker, insurance commissioner, scored 
twisting and twisters in his address at 
the morning session, saying ‘ ‘to honor 
the profession which honors you” should 
be the aim of every life insurance man. 
Other speakers on the morning program 
were: 

Mansur B. Oakes, Indianapolis, presi- 
dent of the Insurance Service; 
Bruce Griffith, Aetna Life district agent, 
Wichita; H. E. Walker, manager New 
York Life, St. Louis; George H. Forsee, 
special agent Northwestern Mutual Life, 
Kansas City, Mo.; Charles T. Evans, 
vice-president Home Life of Arkansas. 
Roger B. Hull, managing director of the 
National association, was the principal 
luncheon speaker. At the afternoon ses- 
sion addresses were made by Lester 
Weatherwax, agency manager Guardian 
Life, Roger B. Hull, and John A. Revn- 
olds, vice-president Union Trust Co. 
Detroit. The meeting closed with a din- 
ner at which Mr. Oakes spoke. 





NEW YORK WAS LEADER 
FOR THE NORTHWESTERN 


New York led in amount of new paid 
for business for the Northwestern 
Mutual Life last year, its figure being 
$46,014,345. The state also leads with 
insurance in force, totaling $496,046,908. 
Illinois comes second with $38,167,945 
new business and $390,366,416 insurance 


in force. Wisconsin is third with $31,- 
595,100 and $297,726,879 respectively. 
Ohio is fourth with $28,798,810 and 


$252,579,128 respectively. Pennsylv ania 
is fifth with $25,264,505 and $241,600, 432 
respectively. Michigan is next with 
$21,227,800 and $177,589,842 respectively: 
The total paid for business last year 
was $342,541,631. 


Chase Takes Vacation 
Samuel T. Chase, one of the Connect 


ticut Mutual Life’s three Chicago ge? 
eral agents. will take a vacation ™ 


North Carolina following his companys 
general agents’ convention at Biloxi, 
Miss. The convention was held this 
week. 
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TULSA SALES CONGRESS 
ATTENDED BY OVER 300 


MANY PROMINENT SPEAKERS 





“Completing Life’s Plans Through Life 
Insurance” Is Theme Followed 
by Program 





TULSA, OKLA., Feb. 9.—A banquet 
which was attended by more than 300 
men and women active in life insurance 
circles of Oklahoma and other states 
concluded the ninth annual sales con- 
gress of the Oklahoma life underwrit- 
ers’ associations, which was held here 
today. This was the first joint session 
of the Oklahoma and the Tulsa associa- 
tions. 

The theme of the congress was built 
around the general theme of the national 
convention at Memphis, which was 
“Completing: Life’s Plans Through Life 
Insurance.” In announcing the pro- 
gram Dallas W. Hall of Tulsa, special 
agent for the New York Life, said: 

“We have endeavored to secure talent 
of an outstanding character and with a 
national reputation, so as to give you 
who have heretofore been unable to 
attend national conventions the oppor- 
tunity to hear speakers who have spent 
their life’s work in our chosen profes- 
s$10n. 

Practically all the speakers also gave 
speeches at sales congresses this week 
in St. Louis, Kansas City and Wichita. 
The congress was called to order by 
H. F. MacDowell of the Guardian Life, 
president of the Tulsa association and 
general chairman of the meeting. He 
extended the greetings to the visitors. 
The response was by Russell L. Law of 
Oklahoma City, president of the Okla- 
homa association. 


F. M. Engle Presides 


Frank M. Engle, manager of the 
Tulsa office of the Phoenix Mutual Life, 
chairman of the morning session, intro- 
duced the following speakers of the 
forenoon: 

Jesse G. Read, insurance commis- 
sioner of Oklahoma, who outlined the 
growth of insurance in this state; Harry 
W. Stanley of Wichita, Kansas, general 
agent for the Equitable Life of Iowa; 
George H. Forsee of Kansas City, spe- 
cial agent of the Northwestern Mutual, 
and Mansur B. Oakes of Indianapolis, 
president of the Insurance Research and 
Review, also addressed the morning ses- 
sion, 

At noon the insurance men were the 
guests of the Tulsa chamber of com- 
merce at luncheon. Charles T. Evans, 
vice president of the Home Life of Lit- 
tle Rock, made the principal address at 
the luncheon. 


Hall Speaks 


Joe E. Musgrave of Tulsa, general 
agent of the Continental Life, was 
chairman of the afternoon session. The 
speakers were: Roger B. Hull of New 
York, managing director and general 
counsel of the National Association of 
Life Underwriters; M. M. Mahaney, at- 
torney and tax counsel of Tulsa; Mr. 
Oakes and Mr. Evans, who spoke at 
both sessions. 

The annual banquet was held in the 
evening. Dudley Monk of Tulsa, trust 
othcer of the First Trust & Savings 
Bank, was the toastmaster. 

A motion picture, “Vanishing For- 
tunes,” produced by the Phoenix Mu- 
a was shown under the auspices of 
rrnange Trust Co. of Tulsa and Tulsa 
-lfe Underwriters Association. 

The Principal address of the banquet 
was made by John A. Reynolds of De- 


oem, vice president of the Union Trust 


panttendance at the congress broke all 
Dall records in the state, according to 
allas W. Hall, chairman of the pro- 
stam committee. 
'n addition to the speakers listed, C. 
ay of Oklahoma City, first vice 














LLINOIS LIFE INSURANCE CO, 

















cGHIicAce 
—_— :_ 
JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 
We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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Occidental Life Insurance Co. 


HEAD OFFICE: RALEIGH, NORTH CAROLINA 
ESTABLISHED 1906 


OFFICERS AND DEPARTMENT HEADS 
Laurence F. Lee, President 
= C. Cortright, Vice-President and Actuary 
Noneman, Secretary 
Ee Hyre, Treasurer 
. Lamkin, Asst. Secretary 
y ¥ Gibson, "Asst. Secretary 
Dr. M. K. Wylder, Medical Director 
Dr. V. S. Caviness, Medical Director 
Price R. Cross, Agency Secretary 
E. L. Foulks, Agency Inspector 
C. R. Morris, Supt. Premium Department 
J. A. Scott, Cashier 


STATEMENT OF CONDITION 
AS AT DECEMBER 31, 1927 








ASSETS 
Bonds: Government, 

Ratroad, Ete......... $ 683,530. 4 
First Mortgage Loans.. 1,166,851. 
Loans on Policies...... 858, 8,118. i 
Real Estate, Including 

Office Buiiding....... 161,531.71 
Cash in Goria « d 0 142,858.40 
Agents’ Balan 40,620.20 
Furniture oad Fixtures.. 8,812.79 $3,062,323.99 
Accrued Interest........ 43,963.49 
Premiums in eres o 

211,085.15 


(LIABILITY ¥ Included ‘in 


Market Value of Bonds 
a Exeess of Book 


47,387.75 $ 302,436.39 


TOTAL ASSETS...........+-++.-- . $3,364, 760.39 
Less Assets not admit- 
ted by Insurance De- 





POrtment 2... cece ceccccnceeeesenee 56,117.58 
TOTAL § ..cccces. ececesecseccesses $3,308,642.80 
LIABILITIES 
LEGAL RESERVE and 
Additions ........... $2,942,682. 63 
Unpaid Deatin Claims. . 19.533.50 
(in process of adjust- 
ment) 
Reserve for Taxes Pay- 
able in 1928......... 16,522.90 
Other Liabilities...... 27,816.82 $3,006,555.85 





Surplus to Protect Pol- 
jeyholders ......-..++. $ 302,086.95 $ 302,086.95 


ers 
(santeinn Ps 000 Cap- 
ital Steck) 





oc eececeescccegescesocess $3,308, 642.80 





RECORD OF PROGRESS 


Admitted End Insurance 
Assets of In Force 
$137,518.00 1908 $1,762,000.00 
413,678.00 1912 5,260,579.00 
780,980.00 1916 9,288,699 .00 
1,437,894.00 1920 - 16,283,675.00 
2,453,193.06 1924  20,448,288.00 


1926 25,122,997.00 
1927 27,235,909.00 


ITEMS OF INTEREST 


In 1927 our cash income for premiums, in- 
terest, etc., was over $1,000,000.00. 


During 1927 we paid 1365 claims, aggrega- 
ting $255,009.03. Since organization we have 

id claims, surrender values, etc., includ- 
_ held now in trust for policyholders 
$5,643,766.00. 


There are over TWELVE THOUSAND 
EIGHT HUNORED policyholders in this 
Company residing in almost every country 
in the world. 


We are li d and intain branch offices 
in thirteen states—New Mexico, Arizona, 
Colorado, Texas, Kansas, Missouri, Wyo- 
ming, Utah, Virginia, West Virginia, North 
Carolina, Maryland, and Nevada. 


We have in our employ TWO HUNDRED 
and FIFTY licensed agents. 





The Company has been operating for more 
than TWENTY-ONE years, an uninter- 
rupted career of prosperity and success. 


AGENCIES AVAILABLE IN 
GOOD TERRITORY 





For details address 


PRICE R. CROSS, Agency Secretary, 
Raleigh, North Carolina 














“Business couldn’t be worse, Joe! 


Life contract. 





I haven't earned ae 
commission this month to keep me in cigarettes.” 


“There's no off season for me, Walt, since I signed my Reliance 


People buy Perfect Protection when you can’t 
interest them in life insurance.’ 











president of the National association, 
was introduced to the convention and 
spoke briefly. 

N. A. Thompson of Tulsa, district 
manager of the Penn Mutual, was chair- 
man of the registration committee; Ed 
L. Allison of Tulsa, special agent of the 
Phoenix Mutual, was chairman of the 
finance committee, and Loren D. Stark 
of Tulsa, of L. J. Stark & Son, Tulsa 
manager for the American Life, was 
banquet chairman. 

Officers of the Oklahoma association 
are Russell L. Law, president; Homer 
Jamison, vice president; Miss Josephine 
B. Lincoln, secretary, and Frank P. 
Fonville, treasurer, all of Oklahoma 
City. The Tulsa association officers are 
Harold F. MacDowell. president: May- 
field Huff, vice president, and Walter 
Ditzler, secretary and treasurer. 


HIGH PRODUCERS TO MEET 
IN HAVANA, CUBA, IN 1929 


The annual meeting of the Quarter 
Million Club of the Detroit Life was 
held at the Detroit office. The attend- 
ance of members was 100 percent. 

The club, as the name indicates, is 
composed of agents whose production of 
paid business in a one year period is 
$250,000 or more. The period for quali- 
fication as a member of the 1928 club is 
from Jan. 1 to Dec. 31, 1928, inclusive. 
The reward for membership in this club 
is a convention which will be held in 
Havana in January, 1929. 

The $100,000 “Century Club” of the 
Detroit Life has been discontinued and 
has been replaced by a $150,000 club. 


Great Western Changes 


Several changes in the official person- 

nel of the Great Western of Des Moines 
were made at its annual meeting. 
B. Hawley, president: W. G. Tallman, 
first vice-president and agency manager, 
and O. B. Hartley, general counsel, 
were reelected. V. E. Nutt, manager of 
the claim department, was made vice- 
president as well. R. D. Emery, for- 
merly secretary, was elected treasurer 
and B. H. Gross, former auditor, be- 
comes secretary. H. H. Cox succeeds 
him as auditor. Dr. D. S. Fairchild was 
made chief surgeon: M. B. Hills and M. 
J. Lancelot, assistant secretaries, and V. 
E. Holland, actuary. 

The company is now occupying its 
new home office building, recently com- 
pleted, 


Starts Detroit Agency 


The Victory Life of Chicago. well 
known Negro company, has established 
a branch office in Detroit to handle its 
Michigan business having appointed A. 
B. Chenault, 1727 St. Antoine street, as 
manager. Mr. Chenault has started an 
organization for Detroit and will have 
part time men in other cities where there 
is a sufficient Negro population to justify 
it. The Victory is now licensed in IIli- 
nois, Michigan, Ohio, Indiana, Missouri, 
New York, Maryland, District of Co- 
lumbia..New Jersey, Texas, Virginia and 
West Virginia. 


Pushing Agency Organization 


President R. L. Robison of the Bank- 
ers Reserve Life of Omaha states that 
during the next few months the com- 
pany will make special effort to organize 
on a more intensive basis, Michigan, IIli- 
nois and Indiana. The company now has 
$118,000,000 insurance in force. 


Insurance Chair for Johns Hopkins 


A bequest of $100,000 for establishing 
an insurance chair at Johns Hopkins 
Universitv is provided for in the will of 
the late Howard J. Williams, member 
of the insurance firm of Maury, Don- 
nelly, Williams & Parr of Baltimore. 
who died at his home there last week. 
Tf the university refuses the bequest, 
the money is to be turned over to the 
Community Fund, according to the will. 
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PLAN CONSERVATION OF 
POLICIES FOR VETERANS 


GOVERNMENT SEEKING ADVICE 


Lapsation of War Risk Insurance Causes 
Concern — Company Presidents 
Asked to Conference 


NEW YORK, Feb. 9.—Considerable 
interest is evidenced, both in the matter 
of government insurance and in the mat- 
ter of conservation, regarding the ap- 
peal of the government for a consulta- 
tion with company men on the problems 
in the War Risk Insurance Bureau. 
Last week the government sent an ap- 
peal to Edward D. Duffield, president 
of the Prudential; Haley Fiske, president 
of the Metropolitan, and Darwin P. 
Kingsley, president of the New York 
Life, to be present themselves or send 
a representative to confer with the spe- 
cial committee which is studying the 
matter of war risk insurance. 

The tremendous lapsation of the war 
risk policies has become a matter of 
deep concern and the company men 
have been asked to advise the govern- 
ment regarding proper legislation to 
iron out the situation. At one time 
there were 4,000,000 war risk insurance 
policies on the books. Today there are 
675.000 holders of government policies, 
with a total policy value of $3,199,000,- 
000. In addition there are the 3,400.- 
000,000 paid up extra service compensa- 
tion certificates amounting to $3,500.- 
000,000. The latter of course are paid 
up policies and, except for those cashed 
before the 20 year maturity, will mature 
as endowments. 

The matter of concern is regarding 
the first item, the tremendous lapsation 
from 4,000,000 to 675,000 having caused 
considerable apprehension on the part 
of those in charge of the war risk insur- 
ance. It is hoped that some means can 
be secured of restoring some of the 
policvholders and preventing further 
lapsation and it is for this that the com- 
nany officials have been called in con- 
ference. It is feared that, unless an im- 
provement is made. the original hope of 
replacing the pension system with ¢! 
war risk insurance can not he fully e?- 
fected. 


Conventicn Cities Chosen 


Mackinac Island, Mich., is the site se- 
lected for the business conference of the 
central group of the Equitable Life o! 
New York next September. The con- 
ference of the eastern group of clubs 
will be held in Montreal, also in Septem- 
ber. Announcement of places of con- 
vention for the southern group and the 
Pacific group of clubs will be made 
soon, 


Prudential’s Mortgage Loans 


Investments by the Prudential in 192° 
again were directed in large part toward 
real estate mortgage loans, a _ report 
issued bv Vice-president Archibald M. 
Woodruff discloses. 

Total loans in this field for the year 
were $206,917,728. A significant feature 
is that $159,112,896 of this amount was 
in housing loans in the United States 
and Canada. There were 307 loans 0" 
city property other than that used [or 
residential purposes, for $27,115,172 
There also were 3,800 farm loans for 
$20,689,660. 


Biscay to Make Address 


The presidents’ section of the N Vation 
Fraternal Congress, meeting at the 
LaSalle Hotel, Chicago, Feb. 22. will 
be addressed by Charles M. Biscay. 
manager of the ordinary department © 
the Western & Southern Life. r 
subject will be “The Organization = 
Development of Field Workers’ je 
will deal with the finding and making 
successful field men. 
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INTEREST IS SHOWN IN 





NEW BANKING FEATURE 


Not of Recent Origin, But Only 
Recently Developed on 
Large Scale 


IS AID TO POLICYHOLDER 


Use of Privilege of Leaving Dividends 
at Interest is Safeguard as 
Well as Sale Help 


9.—One of the 
life 
scant 


NEW YORK, Feb. 
investment phases of 
which nas received but 
in the past and has only become a fac- 
tor in the past decade, the depositing of 


dividends with the companies at interest, 


is emphasized anew in the new reports | 





insurance | 
attention 
the salesman 
| ing 


now emanating from head offices on 1927 | 


business. It is yet too early to have 
accurate figures, but it can readily be 
estimated that the final returns 


show this item to be just twice what it 


was in 1923 and seven times its 1916 
equal, And its value, both as an in- 
vestment and sales feature, is only be- 


vinning to be recognized. 
Doubled in Five Years 


When 1927 returns are completed, the 
total of dividends left at interest will 
probably be at least $180,000,000 and 
possibly very nearly $200,000,000. No 
accurate statistics have been gathered 


will | 


LIFE 
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TRAVELERS MAN TALKS 
ON CLOSING THE SALE 


CALLED THE CRUCIAL POINT 


W. C. Hodges Addresses School of 
Hartford Association—Should Ex- 
pect Applicant to Sign 


HARTFORD, CONN. Feb. 9.— 
Closing the sale of insurance was dis- 
cussed by W. C. Hodges, assistant sup- 
ervisor of agency field service, of the 
sg before the school of the Hart- 
ford Life Underwriters Association. 
Four distinct types of prospects were 
mentioned by Mr. Hodges, and ways to 
close the sale were suggested. 

Regardless of the logical relationship 
between the sale and the closing, Mr. 
Hodges said the fact remains that often 
leaves an interview feel- 
that the prospect was favorably 
impressed with the plan and even con- 
verted to it, but without the application 
having been signed. The close of the 
sale was called the crucial point in an 
interview. It was characterized as be- 
ing the test of the salesman’s approacli 
and of his demonstration. 

Sheuld Expect Application 


No sale can be made properly without 


| the conviction of the prospect, it was as- 


| serted. 


Whether the prospect’s convic- 
tion results in an application often de- 
pends upon the salesman himself, Mr. 
Hodges said. One of the most important 


| things for the salesman to do in an in- 


on this in the past, but one estimate gave | 


$159,000,000 as the 1926 total, $134,000,- 
000 for 1925, $111,000,000 for 1924, $ss- 
000,000 for 1923, and $24,000,000 for 
1916. These figures show the remark- 
able development of this item during the 
past decade—a negligible item ten years 
ago and now a sizeable factor in the in- 
vestment column. It now represents 
about 7 percent of the total premium 
income, new and renewal combined, and 
is increasing in proportion annually. It 
does not, of course, rank heavily as a 
percentage of invested assets, but its im 
portance is in connection with premium 
income, for there it can be used by the 
policyholder, and there it is desired by 
the company as a safety valve. 
Is Notable Safety Valve 
The deposit of one dividend 
sents usually about 25 percent of the 
annual premium. This becomes a not- 
able safety valve for the policyholder, 
in which the company and agent are 
mutually interested. It means that after 
four years the policyholder will have a 
full year’s premium in reserve, using 
the company as a savings bank, with 
even greater security and return than 
the local bank could give. This reserve 
will stand intact, earning interest and 
get ready for immediate use in an emer- 
gency. In the event that money be- 
comes tight, the period can be tided over 
without further outlay and without mak- 
ing a loan, merely by utilizing this re- 
serve which is being stored up. 


Should Redace Lapses 


It is expected that, 
developed, 
the lapse rate. One of the chief causes 
of lapsation is the temporary shortage 
ot money, and this can readily be met 
by the use of this “savings bank re- 
serve” set up by leaving the dividends 
with the company. That it is becoming 
a factor is indicated by the fact that 
the present total is 7 percent of the pre- 
mium income—and_ growing. This 
means that even now 7 percent of the 
Policvholders can carry their policies a 
full year without cash outlay, and this 
should be an important item in warding 
off lapses during a possible business 
depression. 

The New York Life is the leading 
(CONTINUED ON PAGE 24) 


repre- 


| does not imply consent, 


when more fully 
this should aid in reducing | 


himself as if he 
the speaker 


handle 
application, 


terview is to 
expected the 
asserted. 

The first type of prospect discussed 
was the man who expresses the desire to 
take insurance of a lesser amount than 
that proposed. If the prospect insists 
on the lesser amount, Mr. Hodges urged 
salesmen to leave the thought that the 
higher figure is the goal toward which 
the prospect should work. 

Another prospect may imply consent 
without committing himself with a defi- 
nite “yes.” In such cases, Mr. Hodges 
pointed out that the salesman should 
take any inference of a willingness to 
the proposal as a “yes” and to start tak- 
ing the application. 

Prospect Offers Excuses 


The most common type of prospect 
was described as the man who not only 
but offers rea- 
he should not 
it was asserted, 


sons and excuses why 
buy. Such a prospect, 
should be treated in a dignified but 
nevertheless positive manner. After the 
salesman has disposed of each objection 
an attempt should be made to take the 
application. 

The fourth type discussed was the 
man who cannot make up his mind. 
The salesman often has to make up the 
prospect’s mind for him, and this can be 
done by the salesman getting the pros- 
pect’s decision on small details and by 
gradually leading him up to the close. 


SURVEY SHOWS FARM ERS 


| NOT HEAVILY INSURED | 








| DISTURBED BY HEAVY 
INCREASE IN LAPSES 


| REPORT MADE IN MINNESOTA | 


| Only 53 Percent Carry Life Coverage— 
An Average of $38 Per 
Farmer 


Farmers in Minnesota place only 
percent of total investments in life in- 
surance, or an average of $38 per 
farmer, and only 53 percent of the farm 
population owns any insurance what- 
ever. These figures are given in a sur- 
vey just completed by 
C. Zimmerman and John B. Black of 
the departments of sociology and agri- 
culture economics respectively at 
University of Minnesota. Seven well 
separated and typical Minnesota farm- 
ing districts were visited in the study. 
The 357 farmers included in the long 
schedule carried life insurance amount- 
ing to $230,000 of which $191,000 was 
|} on the operator and $39,000 on other 

members of the family. Of this $126,- 

000 was limited payment life, $72,000 of 

ordinary life and $32,000 endowment 

and other forms. Quoting from the 
survey: “It should be a better choice 
of investment, undoubtedly, if farmers 
carried more of first class life insurance 
| both from the standpoint of diversity 


of investment and the ease of handling | 
This would prevent | 


in case of death. 
many losses from such occurrences as 
forced sales and liquidation of estates. 
Insurance Aids Diversification 
“The outstanding conclusion is that 
farm investments are mostly tied up 
closely with the home farm and its re- 
lated institutions—cooperatives and local 
banks. The only real exception is life 
insurance, which took but seven per- 
cent of the surplus funds. This lack of 
' diversification of investment is an im- 


portant factor in most agricultural 
crises. 

“The average automobile expendi- 
ture was $2.12 yearly, or 7.3 percent i? 
the total yearly budget. 

“The significant conclusion is that the 
farm groups spent nearly three dollars 
out of every ten in such a way as to 
increase future wealth rather than to 


improve present living.” 


cussing cases of partners in business, 
and policies on educational and income 
insurance, and the programming of life 
estates. 

The interview, it was said, should not 
close merely with the signing of the ap- 
plication. The salesman should ask for 
a check, even if it is for no other pur- 
pose than to obtain binding premium. 
Salesmen were warned against visiting 
with the applicant. The speaker also 
said it was well for the salesman in 
leaving to make some assuring statement 
to the applicant which will tend to make 
the prospect realize that he has done a 
| worthwhile thing in applying for the in- 





The speaker devoted some time to dis- | surance. 


Professors Carl | 


the | 


Cash Values Prove Tempting .to 
Policyholders During Depres- 
sions in Business World 


REWRITING GROWING EVIL 


Subterfuges Get Around Rule Against 
New Commissions When Old 
Policy Is Dropped 


Life companies are disturbed by the 
| heavy lapse of business during 1927. 
| Cash values are too well known to the 


The depression in general busi- 
yet thous- 
| ands of policyholders found it conveni- 
; ent to take down their cash values. The 
growth in new business was by no 
| means satisfactory. Taken in connec- 
| tion with the heavy lapse ratio, the gain 
| in insurance in force will found in 
many cases considerably than in 
| 1926. 
To 


public. 


ness was by no means severe, 


be 


less 


insurance that 
again in the 


practice of re- 


some extent the 
lapsed was written over 
same company. The 
writing as as the cash value be- 
comes attractive is growing. Companies 
do not know how to check it. Some 
refuse to pay a commission on a new 
policy when it means a dropping of an 
old one but sometimes subterfuges are 
accepted at face value. It is realized 
that if the insurance is not rewritten in 
the same company it may be rewritten 
in another and the old policy will be 
surrendered anyhow. Therefore the 
temptation to wink at the practice is 
strong. 


soon 


} 


Must Acknowledge Loss 


Even where there is a rule against 
ying a commission on a new policy 
when an old one is lapsed, an exception 
is made by some companies if the as- 
sured signs a statement to the effect that 
the surrender of the old policy is due to 
financial need and that he realizes 
the loss he will sustain by the transac- 
tion. The theory of this is that it will 
prevent agents twisting their own 
policies in their own company. If the 
assured must sign a statement that he 
understands that he is losing money by 
the deal it is felt that the agent is 
barred from working up the case. An 
agent is not likely to persuade a policy- 
uwolder to change if he must secure from 
the policyholder an acknowledgment 
that the change is unprofitable. There 
is ground for the fear that this theory 
is more logical than effective. It is not 
hard for an agent who has worked up a 
“twist” to point out that the unprof- 
itableness refers only to the difference 
in premium at attained age. 
| However, the agents are not to blame 


his 





FIGURES FROM DECEMBER 31, 1927 
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Total New Ins. in Gain in Ins 
Assets Capital Surplus Bus. 1927 Force in Force 
3 $ 3 3 
Acacia Mut. L. 23,369, 387 eens 1,329,202 55,057,500 264,258, 116 37,981,370 
Aetna Life. ..338,746, § 15,000,000 26,003,082 3f 5 295,668, 268 





5 
Bank. L., Ia..103,615,053 }§#£=...... 
Cotton St. L 1,126,000 
Federal Life. .*10,420,041 
Knights “eo: 2,630,873 
Mut. L., N. Y..785 303,901 
Natl. L., Vt..11! 
13: 
1 


300,000 
200,000 


000,000 
,000,000 
250,000 


Pacific Mut. L. 
Pilot Life.... 
Seaboard Life 


~ te 





Southw. Life.. 1,000,000 
Vict. L., Kan. 100,000 
~ §Includes A. & H. and Industrial. 


*Includes A. & H. Department 
tAssessment in force $60,132,000. 
+General contingent fund. 


1,001,662 
34 
1 


300,000 i. 





6, 968. 737 
4,118,507 90,5 
806,654 24,3 





Gain 








85 
35, 5,1 29.866 


532, 000 


4.686 1 

“33. 378,094 

38, 543, 995 
282/261 





; 7H 
14, 100,000 en "006 


$133, 268,000 


Prem 


nceome 


Pd 


Total 
Disburs 


Total 
Income 


Policy- 


holders 


1,065 3162 
43.664. 17 
18 297.041 
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2 2.491 4 
2/640,143 ,299,.574 
arene 2.188.267 ie 
469.537 513,678 133,105 263,946 
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Hartford, Conn. 


1927 Record 


New Pdid Life Insurance 

Life Insurance in Force Dec. 31, 1927 
Life Department Income 

Accident Department Income 

Total Income 


New Paid Life Insurance 
Year Life Insurance in Force 
1917 $33,408,398.80 $137,349,393.94 
| 1922 126,847,483.80 471,544,940.25 
| 1927 222,043,435.00 940,725,117.00 


Liabilities 
Excess Security to Policyholders 
Assets, December 31, 1927 





Connecticut General 
Life Insurance Company 


$222,043,435.00 
940,725,117.00 


29,657,469.60 
2,228,938.69 
31,886,408.29 


Ten Years of Progress 


Assets 


$20,895,614.59 


44,218,694.00 


100,846,677.10 


Sixty-Third Annual Statement 
$92,636,350.21 


8,210,326.89 


100,846,677.10 


Another Year of Consistent Growth 




















BEGINNING.” 


but some grew faster than others. 


is a reason, to-wit: 


medical basis. 
We insure women. 


rates of other Companies. 


Our commissions are liberal. 


souri, Kansas and Iowa. 


Address all communications to 


Chicago, Ill. 





Our growth has been EXTRAORDINARY. 


Our policies are up to date and salable. 
Our premium rates compare favorably with the 


Our motto is “Service plus fair and square dealing. 


Over $56,000,000.00 in force, close of 1927. 


Open territory in Illinois, Indiana, Kentucky, Mis- 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 South State Street 


ATTENTION 


The first three words in the Bible are “IN THE 
NN In short, this good old world had 
a beginning; so did every life insurance company ; 


There 


We accept some business on non-medical basis. We 
ixsure children, ages 6 months to 14 years, non- 


” 











except in a small proportion of the 
lapses. There are plenty of cases where 
the assured simply demands his cash 
value or a loan, and the loan leads to 
a lapse. There are even rather frequent 
cases of self-twisting. The public does 
not seem to be able to withstand the 
temptation to take down the cash value. 
Although the public is pretty well edu- 
cated on reserves it is not yet educated 
on the legal reserve level premium sys- 
tem. The assured looks at his policy, 
realizes that the company has $100 or 
$200 of his own money and that the net 
insurance is decreased by that amount, 
and reflects that he is paying the same 
premium he did when he had a full $1,- 
000 of insurance. He figures he is pay- 
ing too much for the diminished amount 
of net protection. 


Education Is Incomplete 


Even agents supposedly well informed 
fall into this error. In fact, it is one 
of the principal twisting arguments. 
The agents fail to realize that the 
assured is charged only for the 
net insurance protection, no matter 
how large a share of the policy the 
reserve may form. With all the edu- 
cation on program insurance it has not 
taught agents that life insurance is only 
the creation of guaranteed estates, or 
that such estates are created only out 
of the assured’s premium payments. 
Even demonstrators at sales conven- 
tions will talk about the decreased 
amount of insurance, as if they did not 
know that the same amount of insur- 
ance protection costs exactly the same 
in any policy or any company at the 
same age. 

No Real Solution Offered 


Serious restrictions on cash or loan 
values are probably impossible. To give 
a policyholder a college education in ac- 
tuarial science is also impossible. So 
far no one has come forward with a 
real solution of the lapse evil. Periods 
of heavy lapse always accompany peri- 
ods of business slackness. As long as 
the life insurance cash values offer an 
easy way of getting money there will 
be a large number of people who will 
cash in in any financial stress. 


BRILLIANT SPEAKERS 
AT SALES CONGRESS 


(CONTINUED FROM PAGE 5) 

how inadequate it is. The way to sell 
a man is to apply his present insurance 
on the principle of 5, 10, 15 and 20 
vears. This is a real service to the pros- 
pect. Dr. VatArsdall urged the need 
ot establishing insurance trusts for the 
man who has only $5,000 or $7,000. 
“You can raise a trust fund of $10,000 to 
$20,000 when you can’t raise life insur- 
ance,” he says. 

Mansur bh. Oakes, president of the 
Insurance Research and Review Serv- 
ice, recommended the use of a particu- 
lar system in his address, “How to 
Eliminate Your Greatest Drawback.” 
There are three controls that enter into 
success, according to Mr. Oakes: men- 
tal attitude, knowledge of the subject 
and how to apply it, and ability to pick 
out one by one the greatest weak- 
nesses and greatest strengths, and to 
concentrate on the greatest weakness 
until it is overcome and to concentrate 
on the greatest strength to capitalize it. 

Intelligent Cooperation Vital 


The afternoon session was opened by 
Roger B. Hull with the subject, “Can 
the Life Underwriter Go It Alone?” 
Taking issue with the attitude that co- 
operation between life underwriters in a 
national scope is unwieldy and impos- 
sible, Mr. Hull showed on the contrary 
that the big hope of the life insurance 
business with regard to its future de- 
velopment depends on the intelligent 
cooperation of all the underwriters of 
the country. The go-it-alone philosophy 
is a relic of pioneer days, and the day 
of the pioneer is passed from our social 
and economic life. 

“Federal and State Taxation of Insur- 
ance Investments and Proceeds,” was 








the subject handled by M. M. Mahaney, 
tax counsel of L. E. Cahill & Co., of 
lfulsa. Although the federal estate tax 
is a stock argument for life insurance, 
Mr. Mahaney believes the state inheri- 
tance iaxes are otf greater importance to 
the insurance salesman as an argument 
tor lite insurance. Although the aver- 
age man will do everything in his power 
to evade the paying of taxes while he 
is alive, not one in 10,000 considers the 
effect of the inheritance tax on his 
estate after his death, said Mr. Mahaney. 


Sometimes Exceed Value 


Mr. Mahaney told of a case of a man 
who had $400,000 invested in tax ex- 
empt securities, and over a period of 
years thus saved about $13,000 in taxes. 
riowever, at his death state and federal 
inheritance taxes took $138,850 out of 
his $400,000 estate. The tragedy in the 
application of inhertance taxes comes in 
the case of intangible personal property 
and not in the case of real property or 
tangible personal property. Under the 
head of intangible property are credits, 
money in banks, bonds and stock certifi- 
cates, mortgages, stocks in foreign cor- 
porations, and other items. According 
tu the laws of the various states, these 
intangible properties may be taxed in 
a number of different states, in some 
cases the taxes exceeding the value of 
the property left. 


Argument for Insurance 


A man may burn up his life accumu- 
lating intangible assets and when he 
dies leave nothing to his widow, Mr. 
Mahaney showed. This is certainly an 
argument for life insurance, for the 
underwriter can show the prospect how 
he can arrange his estate so it will not 
be practically confiscated at his death. 
Insurance paid at the death of the in- 
sured is not subject to the federal in- 
heritance tax. Proceeds from insurance 
paid to a named beneficiary is not tax- 
able by state inheritance taxes except in 
two or three states. These, in Mr. Ma- 
haney’s opinion, constitute unanswer- 
able arguments for investment in life 
insurance. Mr. Oakes’ afternoon ad- 
dress was inspirational. 

Cc. T. Evans Speaks 


One of the high points of the day 
came with the concluding address made 
by Charles T. Evans, vice-president of 
the Home Life of Little Rock. In his 
own characteristic way Mr. Evans kept 
his audience alternating from tears to 
laughter, giving them sound philosophy 
while he played upon their emotions 
“Other Aids to Selling” was Mr. Evans’ 
subject, and he spoke of the value of 
acquaintance and fellowship. Acquaint- 
ance is the golden key that will open 
the great reservoir of prospects to the 
life underwriter, according to Mr. 
Evans. “If you are going into the life 
insurance business without sentiment 
and without touching the feelings that 
motivate mankind, then you are in the 
wrong business,” in Mr. Evans’ opinion. 


Now a Counselor 


John A. Reynolds, of the Union Trust 
Company of Detroit, was the principal 
speaker at the banquet in the evening. 
“Insurance has come to be a necessity 
in the American economic system and 
no longer a luxury,” said Mr. Reynolds, 
“and those selling life insurance now 
must be of a different type than those 
of a generation ago. In the place of the 
salesman of several years ago has come 
a man who is a counselor. 

“There is no competition between the 
banker and the life insurance under- 
writer. The trust companies of the 
country are in perfect accord with the 
life insurance man when he writes 2 
policy for the individual that is for his 
best interests. The trust companies are 
interested in the insurance which has 
been written in bulk and that which may 
be written that way in the future. The 
operation of a life insurance trust is not 
very different from the optional agree- 
ments of the life insurance companies 
except for the discretionary power 
which lies in a life insurance trust.” 
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LUMP SUM THE STATIC—INCOME PLAN 
THE DYNAMIC FORCE OF INSURANCE 








EORGE H. FORSEE, special 
t; agent of the Northwestern Mutual 

Life in Kansas City, made a force- 
ful brief for income insurance as op- 
posed to lump sum insurance, before the 
sales congresses at Kansas City, St. 
Louis, Wichita and Tulsa. Lump sum 
insurance is the static or inert section 
of life insurance, according to Mr. For- 
see. It gives little satisfaction to the 
buyer or to the insurance salesman. In- 
come insurance, on the other hand, is 
the dynamic section of the life insur- 
ance business. It reveals life insurance 
as a living thing that fits in with all the 
schemes and plans of the insured. Mr. 
Forsee dealt with income insurance 
from three angles: what it does for the 
agent, for the insured and for the insti- 
tution of life insurance. 

Must Know Contracts 


As for the agent, income insurance is 
the educational department of the busi- 
ness. The agent must know all about 
his own contracts, how to apply and 
combine the factors as they apply to the 
family, and become familiar with settle- 
ment options. He must know about in- 
comes, the principles of finance, what is 
going on in the investment field and 
how to meet undue competition from 
that field. He must be familiar with the 


operation of trust companies, and must | 


be broad enough to recommend the use 
of trust companies where they can func- 
tion better than the life insurance com- 
pany. He must be prepared to draw 
and prepare a life insurance will, and 
when he does this he becomes a life in- 
surance counselor without taking him- 
self out of the realm of salesmanship, 
according to Mr. Forsee. 


Means Larger Sales 


An attractive argument for income in- 
surance, Mr. Forsee pointed out, is that 
it opens the way to larger sales. 
ance in a lump sum of $15,000 seems 
large to the average man, but $60 or $70 
a month seems tragically small. Like- 
wise, $90 to $100 a month seems small 


Insur- | 


to the man who thought $25,000 a very 
nice sum to leave his family. The in 
sured can see the tragedy in the income, 
but the average man cannot see the 
vagedy in leaving $25,000, 

Mr. Forsee says it is the wise thing to 
do to talk income, because it puts life 
; insurance into terms of what it will do 
instead of what it costs. It leads the 
prospect into a knowledge and appre- 
| ciation of what life insurance will do in 
| terms of life instead of death. Income 
| insurance gives to the insured a life in- 
surance will that no contest can break. 
It permits him to continue his own earn- 
ing power beyond his lifetime, and is a 
living testimony to the love and care 
which he had for his family. 








Has Increased Sales 


Income insurance has done much for 
ithe institution of life insurance, Mr. 
| Forsee showed. It has enormously in- 
|creased the sale of life insurance, 
| strengthened its standing and position, 
and taken it out of the realm of busi 
|} ness and humanized it. 
| This type of insurance, Mr. Forsee 
| believes, has more good sound ap- 
| proaches than any other. The agent can 
approach the prospect on the appeal of 
|a continuous income, for the man who 
| has a small amount of life insurance 
| there is the approach of stretching his 
insurance, to the man who has the mate- 
rial for a program there are all the 
|} approaches which may be made on 
| things which he wants to do for his 
| family. 

Has Punch for Close 


Income insurance has the punch for 
a close, not to close a $1,000 or $5,000 
policy, however, Mr. Forsee pointed out, 
“but if you can get your prospect to let 
| you submit a preliminary sketch of an 
insurance will then you have him started 
| on a larger plan of life insurance which 
lhe will continue through his lifetime, 
land you will continue with him as his 
| counselor.” 








NEGRO COMPANIES ORGANIZE 


Chicago Officers Meet Each Month to 
Discuss Their Problems of Mutual 
Interest 


The officers of the life, health and acci- 
dent insurance companies in Chicago 
managed by Negroes have formed an or- 
ganization, it being a city unit of the Na- 
tional Negro Insurance Association. The 
Chicago companies in the city organiza- 
tion are the Victory Life, Liberty Life, 
Underwriters Mutual Life, Protective 
Mutual Casualty and Unity Mutual. 
V. D. Johnston, secretary of the Victory 
Life, acts as secretary of the organiza- 
tion. At the March meeting, Dr. M. O. 


Bousfield, president of the Liberty Life, 


will read a paper on the “Negro Health 
Movement.” At the January meeting 
Secretary J. E. Mitchem of the Under- 
writers Mutual Life read a paper on 
“Bad Risks and Impairments in Health 
and Accident Insurance.” The com- 
panies are exchanging information of 
common interest. 


Joins Home Office Staff 


_E. J. Strong, agent for the Royal 
Union Life at Kansas City, Mo., has 
been promoted to the home office staff. 
He will be associated with the agency 
department. He has been a successful 
producer of the company since 1911. 


Get Repeat Insurance 


A new record was established in 1927 
when the members of the Connecticut 
General Life field force wrote 38 percent 
of the total agency business on old 
Policyholders. 


| PLAN TO PUSH SIEGEL CASE 


| New York Life Underwriters Act to 
Secure Final Decision on 
Charges of Rebating 


| NEW YORK, Feb. 9.—Action has 
| been taken by the New York Associa- 
| tion of Life Underwriters in the case 
against Harry Siegel, who was charged 
with rebating and whose case was dis- 
| missed by the New York insurance de- 
| partment on the grounds of leniency 
| without clearing him of the charge. 
| The executive committee of the asso- 
| ciation Tuesday adopted a _ resolution 
| commending the insurance superintend- 
| ent for his action in this case and also 
authorizing employment of counsel to be 
| at the services of the department or any 
‘other constituted authorities until the 
) case of People vs. Harry Siegel is finally 
| adjudicated by the courts. 
In its recent decision the department 
| found Mr. Siegel guilty of rebating, but 
did not cancel his license because of his 
excellent record in the past. Mr. Siegel 
immediately demanded through the 
court that his case be finally determined 
| and that the superintendent present the 
| proofs on which his findings were based. 
|The New York association, citing the 
| benefit of the rebating law and its defi- 
nite stand under it, now takes definite 
action in upholding it. 





New York Equitable Makes Gain 


In January this year the Equitable of 
New York made a new record of paid- 
for business with $48,377,370. This is an 
increase of $1,700,000 over January, 
1927. 








The BANKERS RESERVE 


LIFE COMPANY 
HOME OFFICE: OMAHA, NEBRASKA 


. Ropert L. Ropison, President 
Watrer G. Presron, Vice-President James R. Farney, Vice-President 
Ray C., Wacner, Sec’y and Treas. 








FINANCIAL STATEMENT, DEC. 31, 1927 
RESOURCES 
State, County, Municipal and 
DE BED océebeescneeace $11,903,901.50 
First Mortgages on Real Estate. 1,567,928.10 
Loans to Policy Holders........ 3,703,034.87 
IN. 6.6.066654s6en00“s0wec 793,216.24 
Renewal Premium Notes....... 144,255.84 
Se as vce eeeenvendes 422,103.02 
Accrued Interest on Securities. . 161,040.58 
Premiums in Process of Collec- 
a ee er 221,889.93 
aie whence iene eee $18,917,370.08 
LIABILITIES 
Net Legal Reserve............. $15,923,250.00 
Dividends Left with Company. . 597,100.66 
Death Claims Reported, no 
, DT nesceeadkecceknavaeeses 69,493.50 
Unearned Interest, Premiums 
paid in advance and other 
DE: cinuckcdencevecenssesy es 460,139.63 
Capital Stock Paid Up......... 100,000.00 
Policy Dividends Calculated for 
 itnsa ns Rake eke eee nein 479,482.89 
Unassigned Surplus............ 1,287,903.40 
Wh cs ee caccstnann ee $18,917,370.08 














BIGGER-BETTER-STRONGER 








Insurance in Force............ $118,000,000.00 
New Business Issued in 1927... 28,250,000.00 
Increase in Assets in 1927..... 1,078,584.39 
Paid Policyholders and Benefi- 

ge ee 2,104,479.82 











A Solid, Conservative Company 

















You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. : 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 
The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 
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REPORTS ON EXTENSIVE 
USE OF RESEARCH WORK 


——_ 


RESULT OF STUDY IN FIELD 











































Metropolitan Life Policyholders’ Serv- 
ice Bureau Files Elaborate Find- 
ings on New England Conditions 





NEW YORK, Feb. 9.—Further evi- 
dence of the import4nce of research 
work in all phases of industrial and com- 
mercial development is found in a report 
just issued, by the Metropolitan Life on 
New England industry. This report is 
issued under the title “Better Business 
Through Research” and is a comprehen- 
sive field investigation of conditions in 
that territory, made at the request of 
the research committee of the New 
England Council by the Policyholders’ 
Service Bureau of the Metropolitan Life. 
In summarizing the report, James L. 
Madden, third vice-president of the 
Metropolitan Life and manager of the 
Policyholders’ Service Bureau, points 
out that the extent to which research 
is used in all phases of business is 
surprisingly brought out. 


Is Used Extensively 


Mr. Madden states that it has long 
been recognized that research is used 
by many organizations for their 
development work, but it had not 
been recognized prior to this investi- 
gation that it was so extensively used. 
He points out that it is encouraging to 
discover that business is proceeding in 
such an orderly manner in its develop- 
ment and expansion. 

Research was found in all phases of 
business. It was found as an aid to 
advertising. The investigation work was 
carried on in the case-method manner 
and several notable cases were re- 
ported of large companies doing exten- 
sive advertising, but doing this adver- 





WICHITA 
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Total Admitted Assets............. 


Gain in Admitted Assets during 1927 
Insurance in force December 31, 1927 
THIS IS THE LARGEST VOLUME OF BUSINESS EVER PLACED UPON THE 


J. H. Stewart... 


tising only on the basis of definite re- 
search work. Markets are located in 
this manner, customers’ tastes are de- 
veloped. Consumer habits are studied. 
Retailers’ viewpoints are secured. All 
of this guides the advertising program. 
In the sphere of sales managament, the 
salesmen‘s time is organized, experi- 
ments are conducted, efficiency programs 
are worked out, sales territories are 
mapped, diversification of customers is 
effected, all through research work. 
Economic information is secured and 
sales work is guided accordingly. The 
development of foreign trade is based 
largely on the result of research work. 


Interest in Report 


In the production end of the business, 
research achievement has guided three 
definite factors, the development of 
present products and the introduction 
of new ones, the lowering of manufac- 
turing costs by standardization and sim- 
plification and the improvement of pro- 
duction through more effective manu- 
facturing methods. The important 
factor of employment has been greatly 
stabilized through research work 
throughout the New England territory. 
One of the important factor which has 
been guided by research work and par- 
ticularly so in the New England terri- 
tory has been the provision for work 
during slack periods. Many companies 
have been able to weather slumps 
through an efficient program, based on 
research work which prepared the or- 
ganization for the slump. This report 
on research work made by the Metro- 
politan Life is of interest not only to 
those interested in following the de- 
velopment of efficiency in industry and 
commerce, but to those in all branches 
of business. In life insurance, research 
work has become a notable factor, and 
these same phases are clearly seen in 
the many branches of research work 
which life companies and life insurance 
sales organizations are effectively work- 
ing out. 





STIMULATES FORCES THAT 
GREATLY INFLUENCE MEN 


—_——— 


BLOXHAM EXTOLS INSURANCE 





Hartford Man Tells How Homes and 
Schools Are Aided by Life 
Coverages 





BALTIMORE, Feb. 9.—Stimulation 
is being given by insurance men to those 
forces that go to make an individual 
great, it was asserted in an address here 
by D. J. Bloxham, supervisor of agency 
field service of the Travelers, before the 
local life underwriters’ association. 

The forces that exert a great influence 
on the individual were enumerated as 
the religious, the spirit of cooperation, 
the home, education, thrift and peace of 
mind. 

“As members of the life insurance 
business we are teaching men the value 
of cooperation,” Mr. Bloxham said. “It 
is the foundation of life insurance, and 
without it there can be no such busi- 
ness.” 

Life insurance was termed merely an 
agency through which those who use it 
share their losses and misfortunes; a 
means whereby those burdens which 
ordinarily would crush the weak are 
spread lightly over the broad shoulders 
of the strong. “It is a socializing agency. 
It teaches men their dependence on one 
another. This lesson needs to be 
taught.” 

Life insurance, Mr. Bloxham asserted, 
is closely associated with the well being 
of the home. “Its payment are eaten, 
worn and lived in. We are selling settle- 
ments, not policies, and these settlements 
are food, clothes, shelter, life and health, 
hope and the preservation of the home. 
That endowment policy may be the first 
payment on a home. That simple term 
policy may mean the continuance of a 
home and the proper home surround- 
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The Farmers & Bankers Life Insurance Company 


Presents Its 


SEVENTEENTH ANNUAL STATEMENT 
Showing Condition of the Company December 31, 1927 


ADMITTED ASSETS 


ee ee os cca wcieebhageh ieee eakam weal $ 68,474.59 
First Mortgage on Real Estate.................20eseeeeeeeeees 3,496,342.30 
(On Improved Real Estate 
Appraised for $10,725,858) 
a a ia nd and cea tied 45,600.00 
State, County and Municipal Bonds.....................2200+: 1,881,089.59 
ee ee sc obese dkvbek ce beeeedeauneaeen 1,490,368.92 
(Secured by Legal Reserve) 
eI ee oe eed ep ew eee eS GOR eee 190,381.27 
(Time Deposits and Checking Accounts) 
a nel here ae na eee ae 77,171.43 
Net Premiums in Process of Collection..................+..+:: 192,184.97 
(Secured by Legal Reserve) 
EN OT OEE ETE E EEC EERO POTEET TE 
(Charged off) ———_——_ 
FO Ee a $7,441,613.07 


LIABILITIES 
Legal Reserve on Policies............. 


(As Required by State Ins. Dept.) 


Contingent Reserve on Policies........ 
(This is in Addition to the Requirements of the Kansas 


State Ins. Dept.) 


Credits to Policyholders, left with the Company at Interest. . 
e—e—!, SO rrr ror 
Death Claims Due and Unpaid........ 
Death Claims reported but proofs not completed............... 
Premiums and Interest Paid in Advance....................... 


BE Gee EAR occ nccccccccccces 


ED va dactasddvecdiwsae«exs 


Paid to Policyholders Since Organization: $3,446,444.51 


On Deposit with the State of Kansas, December 31, 1927, $5,373,932.23 


More than the amount required by law. A deposit for the protection of 
the Company’s Policyholders—exceeding the legal reserve of the Company 


Se eee inde nab kee d dee CE sated kas COUR RY UeKe weed ane ed $ 779,601.95 
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BOOKS OF ANY KANSAS LIFE INSURANCE COMPANY 


The Farmers & Bankers Life Insurance Company 


H. K. Lindsley.......... 
a a ae Vice-Pres. and Treasurer 


ecimaaaeene anata President 


**Policies that Protect’’ 





Eadeciwieksiskecetaakebe $5,092,566.82 


ings for growing children in the not too 
distant future.” 

The growing child deserves the bene- 
fits of the home, the speaker asserted, 
but in stressing the home influence he 
pointed out that more than 200,000 chil- 
en under 16 years of age are employed 
as newsboys, bootblacks, delivery boys, 
vendors of candy, market stand elpers, 
etc. The opinion was expressed that 
street work subjects children to definite 
moral hazards. 

One of the greatest needs of today 
was said to be that of education. Mr. 
Bloxham said that there were 12,000,000 
children in the United States under 10 
years of age, 82 percent of whom are 
forced to leave school before completing 
the eighth grade. Much of this condition 
is due to the fact that the father died 
without leaving adequate means for his 
family’s support, it was asserted. 

Insurance men do much to stimulate 
the growth and spread of education, Mr. 
Bloxham declared. “By the sale of en- 
dowment policies payable at college age 
we help create a fund by which a col- 
lege education is assured, and unlike 
any other savings plan, the principal is 
assured and kept intact even if the par- 
ents should not survive. The funds we 
collect and establish as reserves build 
good school houses, good roads leading 
to them, and the settlement of death 
claims provides the means by which our 
children get a fair chance in life.” 

Thrift was characterized as one of the 
most important elements in the growth 
of the United States. Every policy- 
holder, it was said, has invested in the 
future of America, and the settlement 
under a contract implies the stability of 
government. 

The peace of mind that makes for a 
contented people was called the greatest 
asset of this country. Unrest, dissatis- 
faction with conditions and discontent 
often are caused, it was pointed out, by 
worry over the security of loved ones, 
fear of lingering disability, the loss of 
income and old age spent in penury and 
disgrace. Life insurance provides a rem- 
edy for most of these. 


429,028.81 


. 1,134,868.93 
55,054.77 


46,873,853.00 
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What KIND of Pictures Do You Paint? 


About Educational 
Policies? 


When you stand staring at the h ing 
travelers as they come from the vullier 
Limited—when the young lady with the 
brown hat and fur-trimmed coat your wife 
so ably described to you and asked you to 
meet has appeared a dozen times and none 
is the right one—then you know the world 
at its worst and realize the utter futility of 
description! 


To paint a word-picture of anything is 
difficult, to paint a word-picture of a service 
is almost an impossibility. 

Life insurance is a service—millions of 
dollars of it have been sold. How many 
more millions would have been sold if the 
picture of what life insurance can do could 
adequately be painted. Words fall short of 
the goal. The English language fails to 
provide the words necessary to describe for 
instance, the advantages of an educational 
policy. 


We attempt to show just how much will 
be available for Johnny and Mary when they 
are ready for college. We try to show what 
might happen if such wise provisions for 
their education were not made. We paint a 
word-picture of the present and the future. 
Yet, no matter how well we do it—no mat- 
ter how much of an impression we believe 
we have made—we have failed to get the 

t to visualize—to see the picture as 
he should see it. 


The Chinese proverb that says “A Picture 
is Worth Ten Thousand Words” does not 
exaggerate. The Chinaman who wrote it 
probably had material description in mind 
for if he had known about life insurance 
he would have made it one hundred thous- 
and words. 


With inadequate description we do man- 
age to meet people at stations—we DO sell 
life insurance. With adequate description 
—with pictures to aid us—the task is made 
infinitely easier. 


Here you have the whole secret of the 
success of the Estate-O-Graph, for the 
Estate-O-Graph picturizes life insurance. It 
shows through pictures the advantages of 
educational policies or the many other forms 
of settlement. 


The Estate-O-Graph is a life insurance 
picture-magazine for your prospects and 
clients. It is a little brother to the Roto- 
spore Picture Section of the large Sunday 

ewspaper. Have you ever noticed how 
eagerly this section is sought after each 
Sunday? The success of the picture idea is 
complete and mark you, it is just as com- 
plete with the Estate-O-Graph. But just as 
we cannot adequately paint a word picture of 
life insurance neither can we fairly describe 
the Estate-O-Graph by means of the printed 
word. We want you to get a real, vivid pic- 
ture of the Estate-O-Graph by examining a 
copy of it—and that’s what the coupon is for. 
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FOR INSTANCE 
DESCRIBE THIS YOUNG LADY! 


* 





What ESTATE-O-GRAPH does 


1—It sells insurance through striking illustrations and simple 
charts carefully selected to demonstrate at a glance the need and 
application of life insurance, emphasizing its investment value as 
well as its protective features. 

2—It paves the way for an interview, selling the idea of life 
insurance and its applications in advance of your call. 

38—Sent to a prospect following an interview, it serves to re- 
inforce the arguments presented verbally and to remind the prospect 
of your visit. 

4—It opens the mind of the prospect to the application of life 
insurance which have not occurred to him before. 

5—It visualizes and diagrams ideas so they can be more easily 
absorbed and retained by the prospect than the same ideas could 
be through a personal interview. 

6—It can serve as a soliciting document, being used as a 
demonstration of the arguments presented verbally. 

7—It will be taken home by the prospect and shown to his wife 
who is very apt to be consulted on the subject, or it can be sent 
directly to the home where the wife will be the first to see it. It will 
thus have an important indirect influence. 

8—It is yourself—everywhere you want to call—every month. 


feo 6 me es ee ee TS 


The National Underwriter, 
1362 Insurance Exchange, 
Chicago, Illinois. 


free book about this picture magazine. 


I am interested in using pictures as an aid in selling Life Insurance. Send 
me a sample copy of THE ESTATE-O-GRAPH and a copy of the 24-page 
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About Old Age 
Insurance? 


There are some things that are better 
left unsaid. Some things that the pros- 
pect ought to know but difficult to tell 
him. 


To tell a man that he is apt to be de- 
pendent at 65 is not pleasant subject 
matter. To paint the picture of desti- 
tute old-age is relished by no one. 


Yet, there is a picture to be presented 
—a story to be told. 


Pictures tell the story of life insurance 
better than any written or spoken de- 
scription. Pictures tell every story 
better. Witness the use of pictures by 
advertisers of every product from tacks 
to motor Cars. 


You can tell your life insurance story 
through pictures, too. You can send 
an eight-page Rotogravure picture sec- 
tion with your name upon it to every 
one of your prospects for as little as 
$8 a month. 


Think of it! 


Each month you picturize life insur- 
ance—some phase of life insurance— 
with a most effective of known me- 
diums, the Rotogravure picture. Old- 
age insurance, how subtly, yet how 
effectively the need for it is driven 
home through pictures—and how much 
easier the approach to the subject after 
pictures have paved the way by creat- 
ing a clear mental picture of the insur- 
ance. Once you examine the Estate- 
O-Graph and discover its uses you will 
never be satisfied until your clients are 
receiving copies. You can take the 
word of The National Underwriter on 
that. 








GET THIS FREE BOOK / Le 








Estate-O-Graph. 


the coupon to secure it. 


N. U. 2-10 
Diliciengnenemeesenmenneeneeennmeel 








This 24-page book is yours for the asking. i. 

In it you will find the complete story of the > 
What it is, what it does, f 
how to use it and what it costs. In addition, 
valuable direct mail hints and selling sug- 
gestions are included. The book is free. Use 
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Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania * Founded 1865 





Since premiums were much reduced 
January 1, 1927 the average premium 
per policy has been increased owing to 
a larger average policy. 


The new dividend scale, in effect 
January 1, 1928, shows on the average 
a greately reduced cost to the policy- 
holder, which should enable the Provi- 
dent agent still further to increase his 
production and the size of the policy 
sold. 
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JOHN HANCOCK SERIES: 


Life Insurance Trusts 


Is it a good thing for the proceeds of Life 
Insurance Policies to be handled in Trust? 













Life insurance companies and their agents are inter- 
ested in the welfare of the Beneficiary, as well as the 
Insured during his life. Where arrangements have 
been made for the insurance to be paid in a lump 
sum, it is manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 


Almost every lawyer, banker and business man knows 
of cases where insurance money left for wife and chil- 
dren has been dissipated. Do you want yours to take 
this route? 


One method is to have payments made by Annuities 
or Monthly Installments. Another satisfactory ar- 
rangethent is to have the money go into Trust, admin- 
istered through a reliable trust company or bank trust 
department. 

This subject is fully treated in the John Hancock book, 


entitled “Estate Conservation and Life Insurance 
Trusts,” which will be sent on request. 
































Cruryar J 
Lire INSURANCE COMPANY 


oF BOSTON, MASSACHUSETTS 


Insurance in force $2,750,000,000 on over 6,000,000 policies, in- 
suring over 4,000,000 lives. If your policy bears the name 
John Hancock it is safe and secure in every way. 































SIXTY-FIFTH YEAR OF BUSINESS: 








TRIPLE CATASTROPHE 


OF YEAR DID 


NOT CHECK POPLAR BLUFF AGENCY 
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ONSIDERABLE interest is at- 
* tached to the year-end report of 

J. W. Camp, general agent of the 
Home Life of New York at Poplar 
Bluff, Mo., and his story of the year’s 
experiences is an example of what eff- 
cient sales methods can do in overcom- 
ing emergency conditions. Mr. Camp 
and his entire territory passed through 
three separate catastrophes during 1927 
and yet his final report for the year 
showed that he had maintained his 1926 
pace of business. By quickly analyzing 
the local situation and planning his work 
accordingly, Mr. Camp was able to 
forestall the depression which would 
naturally have resulted otherwise. 


Tornado Swept the City 


On May 9, 1927, Poplar Bluff was hit 
by a disastrous tornado, which left only 
three buildings in the city intact. Mr. 
Camp’s own office building was one of 
those least damaged and yet even that 
was left in a condition scarcely condu- 
cive to efficient office management. It 
was necessary for him to manage all 
operations from one small office, he and 
his entire agency force being confined 
to that entire space. The building was 
a new stone building and some of the 
stones at the top had crashed through 
the ceiling and floor, leaving a rim of 
solid planking around the edge. James 
A. Fulton, superintendent of agents, was 
a visitor at the agency the day following 
the tornado and an agency conference 
was held at once. Mr. Camp arranged 
his men on the rim of this “crater” and 
Mr. Fulton, precariously balanced on the 
edge, addressed the men as to their 
immediate situation. 


Campaign at Once Begun 


Mr. Camp and his agents at once 
made a campaign of the city to ascer- 
tain the insurance needs of the commu- 
nity. An immediate drive for conserva- 
tion was instituted. One of the first 
reactions after the storm was an attempt 
at lapsation, many policyholders feeling 
that with their property destroyed and 
their financial condition apparently 
ruined, they could not continue to carry 
their life insurance. This trend of 
thought was forestalled, however, by the 
agents who immediately approached the 
policyholders and demonstrated that the 
one thing above all that should be re- 


,tained in this time of emergency was 
| the life policy. Lapses were reduced to 
'a minimum and work progressed on the 
| development of new business, in the face 
| of the deplorable local conditions. Pop- 
lar Bluff resumed its building operations 
and reconstruction with a remarkable 
| fortitude and thus the work of agency 
| reconstruction seemed to be well under 
way. 


Two Floods Followed 


This first and seemingly disastrous 
catastrophe was not all of the story, 
however. In September a flood swept 
through the district and ruined the crops 
of all of the outlying territory. Cotton, 
which is one of the main crops in that 
community, was practically destroyed 
Fields which had promised to produce 
record crops were either totally de- 
stroyed or the crop reduced to 1/50 or 
less of the total expected. This seemed 
to be the final blow to the agency busi- 
ness, the rural business now entering 
into a depression on a par with the city 
business. The entire picture had not yet 
been painted, however, and_ shortly 
afterwards a second flood swept through 
the district, destroying the property oi 
the farmers as well as their crops. Such 
conditions would have been enough to 
discourage many a life underwriter. Mr 
Camp and his agents, however, entered 
}upon the task with a will. They pro- 
| ceeded in the rural districts as they had 
in the city. They first instituted a pro- 
gram of conservation, showing the pol- 
icyholders already on the books that 
they could not afford to drop their poli- 
cies. Then they began a campaign for 
| new business, showing that those unin- 
|sured or inadequately insured should 
now bring their protection to the proper 
amounts even though it become a great 
financial burden temporarily. This was 
not as difficult as it might have been 
expected, for the triple catastrophe of 
the community was sufficient lesson to 
the residents of the need of life insur- 
ance. The work progressed so well that 
by the end of the year the agency busi- 
ness had been bolstered up and the 
year’s total was on a par with the 1926 
total. It was, however, a striking ex- 
ample of the manner of meeting emer- 
gencies and temporary depressions, 
which this agency did with gratifying 
results. 











COMPANY’S LEADING WRITER 





Joseph R. Stadelman of St. Joseph, Mo., 
Leads Missouri State Life 
Agents 





Joseph R. Stadelman, who in Febru- 
ary, 1926, took charge of the St. Joseph, 
Mo., agency of the International Life, 
was the leading personal producer for 
that company during December. 

Stadelman signed a contract with the 
International Life in 1921, and during 
his first 13 days on the job produced 
$17,500. In June, 1923, he entered the 
School for Life Insurance Salesman- 
ship conducted by the Carnegie Insti- 
tute of Technology, graduating in Au- 
gust. 


Former Field Supervisor 


Since 1925 he has represented the 
home office division as a field supervisor 
and has continued in that position until 
taking charge of the St. Joseph agency. 

Robert Cleland of St. Louis, who was 
Stadelman’s chief rival for highest hon- 
ors in December, maintained his re- 
markable record of never failing to 
qualify for the International Life’s 
Climber Club which is composed of the 
ten leading producers for the previous 
month. Five times during 1927 Cleland 
was the leading producer. Hugh B. 
Keck of Chicago was the third best pro- 
cucer in December. 


WILL EXTEND ORGANIZATION 





Occidental Life of Raleigh Will Develop 
Agency Territory More Inten- 
sively This Year 





The Occidental Life of Raleigh, N. C 
held its annual stockholders meeting # 
the executive offices at Raleigh. The fol- 
lowing officers were elected: Laurence 
F, Lee, president: L. C. Cortrighi, vice- 
president and actuary; W. L. Noneman 
secretary; C. E. Hyre, treasurer; R. A 
Gibson and T. W. Lamkin, assistant 
secretaries; Dr. M. K. Wylder and Ds 
Verne S. Caviness, medical directors. _ 

The company reported a_ success! 
year, and the statement presented tt 
fiects a very satisfactory and prosperous 
condition. The company has over $27, 
000,000 of insurance in force; assets © 
$3,300,000 and its income during 19%! 
was in excess of $1,000,000. The Oct 
dental was organized in 1906, and mait 
tained its home office at Albuquerque 
N. M., until the early part of 1926, whet 
it was transferred to Raleigh. The com 
pany is licensed in 13 states: Nort! 
Carolina, Virginia, West Virginia, Mat 
land, Texas, New Mexico, Arizona, M* 
souri, Kansas, Colorado, Utah, Wye 
ming and Nevada. Indicative of ™ 
growth in North Carolina is the 
that only one other state exceede? 
North Carolina for volume of insurant* 
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written by the company in 1927, al- 
though a good production is reported 
from all states. 

In 1928 the company plans to develop 
its agency territory quite intensively. 
Ed L. Foulxs, home office agency in- 
spector, is now visiting the western 
branch offices and agencies as an initial 
step toward expansion there, and will 
return to the east to do similar work 
within the month, 


STORER AGENCY LED 
BANKERS LIFE FORCES 





A January production of $448,000 put 
he Elbert Storer Indianapolis agency of 
oe Bankers Life of lowa in first place 
among all the agencies. The G. F. Mur- 
rell agency of Pittsburgh was second 
with $332,500. The New York, Milwau- 
kee, and Chicago agencies followed with 
respective totals of $301,156, $287,000, 
and $285,500. 

Two members of the Bankers Life 
field force passed the $100,000 mark in 
individual production during the month. 
Agency Manager G. C. Woods of Nash- 
ville, Tenn., led all salesmen with a total 
of $122,000. Second place on the 
monthly honor roll was held by C. C. 
Thompson of the Indianapolis agency 
with $103,500. 

December payments to legal reserve 
policyholders of the Bankers Life far 
exceeded the total amount paid out in 
legal reserve death losses. In December 
the Bankers Life paid out $435,826, of 
which $262,875 was paid as dividends to 
living legal reserve policyholders. The 
amount paid in 139 legal reserve death 
losses for the same period was $399,500. 


Too Many Small Policies 


The Equitable Life of New York says 
as to small policies: 

“Too many $1,000 policies are issued. 
This is often due to a wrong approach 
on the part of the agent. The under- 
writer who begins by talking about 
$2,500 or $5,000 can easily come down 
to $1,000 if that is the best he can do. 
If he starts out at a low figure it is hard 
to jack up a prospect to a higher figure. 

“A $1,000 policy is better than noth- 
ing, but the competent agent has not 
time to make a practice of soliciting in- 
surance from people who can only afford 
to pay for $1,000. Moreover, the man 
who has expressed a willingness to take 
$1,000 can usually be persuaded to take 
more if given sound advice. The agent 
who makes a practice of recommending 
an adequate amount can afford to lose a 
few $1,000 cases because he will secure 
a greater number of larger cases.” 


Confederation Life Conference 


An important conference of repre- 
sentatives of the Confederation Life, one 
of the series to be extended during the 
next two months from coast to coast in 
Canada, was held in Montreal. 

Head office officials from Toronto 
who were in attendance included C. D. 
Devlin, superintendent of agencies for 
Canada, and William Wallace, inspector 
and manager of sales service. 

Morning and afternoon meetings were 
held, Mr. Devlin acting as chairman and 
P. S. Roberts, inspector eastern division, 
as vice-chairman. 

The day’s program included addresses 
of welcome by Mr. Roberts and N. 
Beaudet. “Selling Confederation Life 
Policies,” Mr. Devlin; “Salesmanship,” 
Mr. Beaudet; “Head Office Cooperation 
with Fieldmen,” Mr. Wallace; “Group 
and Wholesale Insurance,” Mr. Devlin; 
round table discussion led by Mr. Wal- 
lace; “Life Insurance Service,” by L. 
Tison, Mr. J. P. Hogue and T. S. Ber- 
tram. 


O’Connor Assistant Secretary 


P. J. O'Connor of Hartford, former 
head of the renewal division of the old 
Hartford L ife, has been appointed assist- 
ant secretary of the Missouri State Life, 
following a service of four years as man- 
“ger of the consolidated claim depart- 
ment of that company. 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 





POLICIES FOR 
EACH MEMBER 
OF THE FAMILY 





Every man, woman and child is 
a prospect for Royal Union 
service. 


Our salesmen, placing policies 
with the youngsters between 
ages one day old up to ten, are 
finding their respective com- 
munities 100% prospect fields. 





Royal Union children contracts 
go into full benefit automatic- 
ally at age 5 with Waiver of 
Premium benefit on the life of 
the father! 





Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 











THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
ibn indssabaeeetéenceeneuess hae aelcanieel Over Fifty Million 
DT ditenisnuunhéndeséeesnnal CEE PE ee ee oye .. Over Six Million 
AND THAT HAS 
Paid Policyholders since organization. ......... sumed . .Five Million 


WANTS—General Agents ond Menagers 3 in 17 etnies 
Contract—Commissions or commissions and expense allowance 
Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, IIL. 

















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 

Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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NOTABLE GAIN 
IN ASSETS 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 
1927. 

The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 
1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Des Moines, Iowa 











Established 1879 






















































A Specimen Copy 


of our 


Preferred Whole Life Policy 


will be sent to anyone requesting it. 

This policy which has met with 
such instant success since its intro- 
duction on November Ist is issued 
in amounts of not less than $5,000 to 
risks distinctly above the average of 
those entitled to standard insurance. 
This super-standard or preferred 
group is given through a reduced 
cost for their insurance the benefit 
of the fact that they are better risks 
than the average. 

Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; 
age 45—$323.90 
Subject to reduction by Dividends 


HOME LIFE INSURANCE COMPANY 


Ethelbert Ide Low 
President 
256 BROADWAY, NEW YORK CITY 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 



























PENN MUTUAL BEGINS 
ORGANIZATION PLANS 


(CONTINUED FROM PAGE 5) 


cational director, Vincent B. Coffin, was 
also in evidence at the meetings. “First 
Steps in Pennmutualism” constitutes a 
primer for the new agent. Its purpose 
is to give him just enough to get him 
started after a very few,days of study, 
after which he will take up the complete 
sales course. This primer is made up 
of five attractive pamphlets, each of a 
different color, and all of them encased 
in a crimson container. These are their 
five subjects: “Finding Prospects,” 
“Needs for Life Insurance,” “What to 
Say.” “How to Handle Objections and 
Finish the Sale,” “The Tools of Our 
Trade.” 

The efficient field organization of the 
Penn Mutual will have an ultra modern 
system and equipment with the setting 
at work of these new plans and new 
material. The expansion program has 
been entered upon with vigor, and ap- 
pears to be as radical and comprehen- 
sive as any company has undertaken in 
many a day. 


Philadelphia Next Conference 


The conference with the eastern gen- 
eral agents is set for the first three days 
of next week, in Philadelphia. 

The Penn Mutual sales course which 
is being prepared by Mr. Coffin, is well 
under way’ The first unit has already 
come from the printers, and was de- 
signed simply to give the novice just 
enough instruction to get him started 
within a few days of his appointment, 
and so bridge over until he was ready 
for the regular sales course. 

Sales courses among the companies 
have had their ups and downs. In the first 
widespread demand some years ago for 
such courses, elaborate pamphlets, and 
books, and charts were devised. For 
the most part they made a study of 
life insurance salesmanship too hard a 
iob for the average man. Their bulk 
appalled him, and a glance at their con- 
tents was apt to stupefy him. He was 
a stranger to reserves, premium calcu- 
lations, and all such abstrusities, and had 
had no preparation for coming to so 
hard a task as the absorption of the in- 
tricacies of these subjects. In addition, 
comnaratively few men are sufficiently 
of the student type to make comfort- 
able work of such hard study. Dis- 
appointment was the result among 
agency directors. 


Simplicity Not Solution 


And so the pendulum swung toward 
the other extreme—simplicity, with the 
result that new agents did not receive 
sufficient schooling. Now, after these 
years of experience, a happy medium 
has been struck, and the natural steps 
have been found. First, sufficient in- 
struction to enable the new man to make 
an early start and begin earning. And 
then by easy stages comes the study of 
subjects most closely related to field 
work, with the scientific portion at the 
end of the course—and from some 
courses the scientific part is omitted 
altogether. 

It has been found that close coopera- 
tion by general agents with a company’s 
educational department is requisite to 
the minimum of wastage in educational 
work. Coupled with the general agent’s 
personal contact with the studying agent 
is the supervision over each individual’s 
progress by the educational director. 
Sales courses that are freely distributed 
as if they were advertising booklets 
might just as well go into the waste- 
paper basket. The Penn Mutual’s plan 
contemplates the working together of 
the educational department and _ the 
general agent, in order to keep at the 
maximum the percentage of agents who 
will study the course unto the end. 


Frank M. Hallock 


Frank M. Hallock has been appointed 
agency organizer in the Herman Hintz- 
peter general agency of the Mutual Life 











of New York in Chicago. 





INTEREST IS SHOWN IN 
NEW BANKING FEATURE 


(CONTINUED FROM PAGE 17) 


company in the development of this fea- 
ture, and its experience in this connec- 
tion is of particular interest. Its new 
report for 1927 shows a total of divi 
dends at interest of $43,953,000 as o 
Dec. 31, 1927, nearly 25 percent of all 
such funds in the country. In the case 
of this company, this item is over 26 
percent of the premium income, or thre« 
times the ratio of the business as ; 
whole. The New York Life has devel- 

oped a very widespread recognition of 
this factor and is rapidly increasing its 
total of such funds. The remarkable 
development in this case is seen, when 
the 1927 total of $43,953,000 is com 
pared with the 1925 rotal of $18,000.- 
000. In three years it has increased 
nearly 150 percent. The company re- 
gards this as an important development 
and is urging its further expansion. Its 
agents likewise see its value. And the 
policyholders recognize it, at least to the 
extent of nearly one half. In 1927 the 
New York Life had $18,000,000 of divi- 
dends left with the company, or nearly 
10 percent of its premium income. As 
25 percent of the premiums would repre- 
sent all of the dividends, this means 
that nearly one-half the policyholders 
are utilizing this privilege, whereas five 
years ago but a few did so. 


Many Others Stress This 


The New York Life is not the only 
company stressing this feature, though 
it leads in the volume of such funds 
accumulated. The Massachusetts Mu- 
tual Life has such funds to the extent 
of nearly 30 percent of its premium in- 
come and there are many companies 
with over $1,000,000 so accumulated. 
There are many companies, on the other 
hand, which have no such funds listed. 
Many offices have not featured this priv- 
ilege and it has not yet been utilized by 
their policyholders. But it is being pre- 
dicted by some that the near future will 
see a very notable development of this 
investment phase, creating a noteworthy 
lapse reserve among the policyholders 
and an investment fund in company 
offices of no small proportion. 


Superintendent Can’t Change Statement 


The Exchequer court at Ottawa, in 
an appeal by the Sun Life of Canada 
from the amendment of its annual state- 
ment by the Dominion superintendent 
of insurance, held that the superinten- 
dent had no power to alter the state- 
ment of a life company so as to charge 
a particular expenditure of the company 
against the shareholders’ surplus ac- 
count, instead of against the genera! 
expense account, or to make regulations 
in regard to health and welfare contri- 
butions. b 

The case arose through the Sun Liie 
having made a contribution of $25,000 
to the Banting Research Foundation in 
the University of Toronto, for the sup- 
port of medical research and to estab- 
lish a fund for the adequate financial 
support of such scientific workers as 
might have proposed definite problems 
of medical research, and for whom 
funds were not otherwise available. 


Dinner for Officials of Aetna Group 


An informal dinner will be tendered 
by President Morgan B. Brainard 0! 
the Aetna Life and affiliated companies 
to all associate officers of all companies 
in Hartford, Feb. 13. This is the first 
time all of the officers of all companies 
have met en masse. As a group they 
number nearly 100. 


Glover Made Vice-President 


Lynn A. Glover of Chicago, well- 
known consulting actuary, has _ been 
elected vice-president of the Peoples 
Life of that city. Mr. Glover has @ 
large practice among companies. He 
has been consulting actuary of the Peo- 
ples Life and will now be more closel) 
associated with the management. 














( 


— ~~ —«— & ee 















yntri- 


Life 
5,000 
yn in 
sup- 
stab- 
ncial 
S$ as 
ylems 
yhom 


up 
lered 
d ol 
anies 
anies 
first 
anies 
they 


well- 
been 
oples 





February 10, 1928 


LIFE INSURANCE EDITION 











OUTLINES SERVICES OF 
BUSINESS INSURANCE 
(CONTINUED FROM PAGE 5) 
principal, firms will insure valuable cus- 
tomers for whose work special equip- 
ment has been installed and specially 
trained men employed. The insurance 
man has an insurable interest in his 
policyholders, Mr. Stanley believes. 


Fands for Liquidation 


Business life insurance provides funds 
for liquidation. After death has come 
in and the creditors have been reim- 
bursed, the question is what is to be- 
come of the business. These problems 
are all different with the corporation, 
the partnership and the proprietorship. 
Business life insurance covers a field as 
wide as the commercial activities of men, 
in the opinion of Mr. Stanley. How- 
ever, this field of insurance is no place 
for the novice, the uninformed or the 
half-informed. The insurance underwriter 
must demonstrate the needs of the par- 
ticular business, but in order to do this 
he must understand the structure of 
business. 

Must All Agree 

In selling business life insurance the 
underwriter must see that all parties 
come to a definite understanding about 
what is to be accomplished by the insur- 


ance, and further he must see that the! 


agreed procedure shall be followed when | 
death shall have occurred. In this con- 
nection the wives concerned must agree 
to the procedure as well. Here it is 
that the greatest danger lies, and that 
all the value of the insurance may be 
completely destroyed. 

Mr. Stanley pointed out that the aver- 
age underwriter does not know the law 
about partnerships and _ corporations, 
and urged that they do not assume 
such a knowledge in business life in- 
surance unless they have it. Such in- 
surance plans should be submitted to a 
competent legal adviser, preferably to 
the counsel of the policyholder. The 
trust companies are always ready to 
help in such cases. If the underwriter 
i; to achieve professional recognition his 
underwriting must be professional. It 
is certain that if the service that the 
underwriter renders is a_ professional 


. 





service, evidently based on knowledge, 
the public will demand it, Mr. Stanley 
concluded. 


Largest Woman Producer 


Mrs. Bessie Dale of Lawton, Okla., 
is the leading woman producer of the 
Kansas City Life for 1927. Mrs. Dale’s 
total volume for the year was $329,500. 
Last year she held second place among 
the women producers of the company. 
Her business is entirely personal pro-.j 
duction of a high class. 


| 
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get ahead. 


Can you see a way to better things in your present job? 
Will it land you where you want to be in ten years from now? 


A Man Can Go Dead on Any Level 


If you have thought about your job, and believe it is a 
blind alley, why not talk over working for this company. 


The necessary requisites are character and a desire to 


- We Will Help You on Your Way 


Write us, and in your letter, tells us all about yourself. 





WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 





Merchants Life Insurance Co. 


HOME OFFICE: DES MOINES, IOWA 

















































































































If you read but one-fourth 
of each issue of ‘‘The 
National Underwriter’’ you 
would be getting your mon- 
ey’s worth with a vengeance. 





WHAT’S AHEAD? 


That question is in the mind of every am 
bitious man. It's in your mind 
li the answer does rot satisiy, it will pay you 
to learn the advantages t a life underwriting 
contract with Fidelity 
Fidelity originated the disability provision. the 
double benefit feature, and the “Income for Life’ 
plan. It operates in forty states on a {ull level 
net premium basis with more than $7500.00) in 
assets and over $366,000,000 insurance in force 
More than 36,000 direct leads a yea 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
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A Record 


New Business Paid For . . 
Business in Force on December 3ist . 


In making plans for further development of 
our field force consistent with our growth, we 
have openings for managers in several territo- 
ries. This may be your opportunity, especially 


of Progress 


HE growth in recent years of The Guardian Life Insurance Company of America is in- 
dicative of the efficiency of the modern sales methods placed at the disposal of its field 
force. The figures tabulated below record the Company’s advance in the past five years. 


1926 
$ 71,812,005 
333,042,886 


if your training and experience has been such 
as to equip you for managerial responsibility. 
Write in full confidence, stating your age, 
history and qualifications for the position. 


1922 
. + $ 35,431,368 
206,310,800 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Established 1860 Under the Laws of the State of New York 


50 UNION SQUARE, NEW YORK 
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Round Out Your Service 


Here’s a policy that will back up every talk- 


‘ing point of company and service. Think it 
over: 
Any natural death .......... $ 5,000 
. Any accidental death. 10,000 
Certain accidental deaths . 15,000 
Aceident Benefits ..... $50 per Week 


Also Disability Income, Waiver 


(Non-cancellable) 


of Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 


the Uni 


There may be an opportunity in your town. 
Our Vice-President, Eugene E. Reed, will 


tell you 


directly. 


ted Life “Policy You Can Sell.” 


all about it. Write him direct—and 





UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


ome 


New Hampshire 


Inquire! 





The Reason 


will interest youif....... 


es | 
ten years 


10 


TIMES 


INSURANCE 


in 


THE 
IN 


FORCE 
errant 


TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 
bama and Louisiana. 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and insurance-in- 
force nearly ten fold in ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 
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TRIES SELLING LIFE INSURANCE 
DURING VACATION AND STICKS TO IT 
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STRIKING illustration of the pos- 
A sibilities of life insurance sales- 
manship is shown in the success of 
Robert E. Keeley of the Union Central 
Life at Chicago. Starting Aug. 1, 1926, | 


with no knowledge of the business he | f : : ’ 
| hour is spent in reading insurance jour- 


secured from two friends a list of 24 
prospects. Within two weeks he had 
sold 17 of them, averaging better than 
an application a day for the first nine 
days. He then went 48 days without 
missing a single day that did not pro- 
duce at least one application. 

This remarkable performance origi- | 
nated in a vacation tryout, as a sort of 
experiment to see if he could succeed 
selling insurance. Mr. Keeley has spent 
several years in the commercial depart- 
ment of the Illinois Bell Telephone Co. 
Like other men who have decided to go 
into insurance, he felt that an inside job 
did not offer much future. He believed 
he could manage himself and receive 
pay for doing that supervision. 

When vacation came Mr. Keeley 
started out and by the ninth day of his 





two weeks’ leave he had enough confi- 
dence to hand in his resignation to his 
employer. 

Puts Emphasis on Quotas 


His first year in the business he sold | 
a little over $400,000. Last November 
was his biggest month—$105,000. He 
aims at $600,000 for his second year and 
at the present rate will do it. 

Several features in connection with 
Mr. Keeley’s work are of interest as 
suggesting some of the reasons for his 
success. He lays much emphasis on 
daily quotas. If he misses a day’s so- 
liciting he forces himself to sell double 


| the quota the next day. He tries to get 


an application a day, and one that is 
large enough so that it really counts 
1-26th of the required monthly volume. 

His rule is to be at the office not later 
than 8 o'clock, often earlier. His first 


nals for new sales ideas and methods. 
His work for that day and the routing 
of his calls have already been planned 
the night before. This office work is 
done after 4:30. 


Cultivates Young Men 


Although he uses the “endless chain” 
method he finds prospects that men 
longer in the business pass by. For ex- 
ample, he wrote the elevator man in his 
building, making the sale as they rode 
up and down. This led to selling his 
wife and child. 

As Mr. Keeley is himself a young 
man it is natural that he cultivates busi- 
ness among young men, such as stu- 
dents in the school of commerce in the 
universities. In one fraternity having 
40 members, 21 are now Mr. Keeley’s 
policyholders and many of the others 
are still good prospects. He sells 
mostly endowment at age 60. 

About Mr. Keeley’s only hobby is 
golf, and he is not able to give that 
much time on account of his daily pro- 
duction schedule. As he learns to se- 
cure larger applications and the clien- 
tele of young college men he is work- 
ing with becomes prosperous, the pos- 
sibilities of his developing into a large 
writer look very good. 

In what other business can a young 
man only 29 do as well and do it as 
quickly? 








D. H. SCHWARTZ HAS RECORD 
FOR WEEKLY PRODUCTION 





D. H. Schwartz of Birmingham, 
Mich., who ranks among the leaders 
of the Equitable Life of lowa for 1927, 
made a record of paid for production of 
$668,535 through the consistent writing 
of business every week. In each of 
the 52 weeks of the year he produced 
an application of $1,000 and one of 
$2,000. For 45 weeks of the year he 
produced in addition either a $5,000 or 





a $10,000 application. 

A total of only $29,000 of business 
applied for was not delivered either be- 
cause of rejection or postponement. 
Only $2,000 of business shows on Mr. 
Schwartz’s books as not-taken. 

Mr. Schwartz has been in the life in- 
surance business only five years and | 
previous!y had no selling ‘experience. 
Another unusual fact about his 1927 
record is that a large part of the work- 


ing population of Birmingham was not | $505,500 for January, 192 


employed during 1927 because of slack | 
conditions in the motor industry. 


New Head for Western Protective 


James S. Summers has been elected | 


president of the Western Protective Life 
of Kansas City. Mr. Summers was for- 
merly general counsel and a director. 
F. A. Benson, former president, has re- 
tired from active control. 


New January Record Made 


The Chicago offices of the Equitable 
Life of New York paid for $7,284,000 in 
January, making a new record for the 
month 


month. Applications in that 
numbered 2,160. This is 500 more 
“apps” than were written in January, 


1927. 


Whatley on Hunting Trip 


S. T. Whatley, Chicago general agent 
of the Aetna Life and president of the 
Chicago Life Underwriters Association, 
left Chicago today (Friday) for a hunt- 
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ing trip in Alabama. He will be gone 
about a week. 


NORTHWESTERN MUTUAL 
ANALYZES ITS BUSINESS 





The Northwestern Mutual Life in 
analyzing its forms of insurance last 
year showed that 70.88 percent of the 
new business was placed on the ordi- 
nary life plan, 6.84 on the 5, 10, 15 and 
20-pay life plan, 4.04 endowment at age 
65, 13.32 on the 5-year convertible term, 
6.61 on the endowment plan and the rest 
scattering. On the business insurance 
of the $31,390,501 issued, $24,366,301 was 
on the ordinary life plan. There was 
$5,081,200 on the 5-year convertible term 
plan. 


Missouri State’s January Record 


The Missouri State Life reports that 
its written business in January showed 
an increase of $1,633,993, compared with 
January, 1927. The average daily pro- 
duction for January was gee y against 
, and $538,000 


for all of 1927. 


Gets Out Policyholders’ Paper 


The Detroit Life is getting out the 
“Detroit Life Policyholder” which will 
be sent to the policyholders. It gives in- 
formation of value to them. 








— 


NEWS OF COMPANIES 











Service Life, Lincoln, Neb.—Assets, 
$767,400; gain in assets, $244,822; new in- 
surance written, $4,019,000; insurance in 
force, $13,070,000. 

* * * 


Montana Life—President H. R. Cun- 
ningham announces that the company’s 
new paid, issued business for 1927 was 
$10,392,553, as against $9,372,112 in 1926, 
an increase of 11 percent. Admitted 
assets at the end of 1927 were $8,400,000 
as against $7,500,000 at the close of 1926, 
an increase of 12 percent. 


Vice-president Walter E. Webb of the 
National Life, U. S. A., has been on 4 
trip to the Pacific coast. 
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SEES POTENTIAL SALES 
FORCE IN TRUST PLAN 


(CONTINUED FROM PAGE 12) 


Voorhees that this is as true of a man’s 
business needs as it is of his personal 
needs. Thus there are four major 
classes of trusts which can be arranged 
to handle the estate surplus of prac- 
tically every case presented. These are 
the tamily trust, the estate trust, hte 
business trust, and the charitable or 
philanthropic trust. In each case it is 
equally true that the trust can be sug- 
gested advantageously every time the 
client has a surplus over the minimum 
needs or realizes that the beneficiaries 
cannot or should not have the responsi- 
bility of handling this estate. It was 
pointed out that the average shrinkage 
of an estate is 23 percent, and the total 
expenses to be paid must come out of 
the estate. If there is not enough cash, 
a sacrifice sale of the assets must be 
made. The trust company can relieve 
this situation by purchasing from the 
estate temporarily and preventing the 
loss resultant from emergency sales. In 
business deals the same is true and 
there is the added factor of participation 
in the business activities. In the in- 
dividual business there may be no one 
to carry it on. In the partnership there 
may be need of leaving the active man- 
agement in the hands of the survivors. 
In the closely held corporation, there 
may be need for.the trust company’s 
aid to prevent embarrassing partici- 
pation by outsiders, for the heirs of the 
deceased immediately acquire their in- 
terest in the business unless it is other- 
wise handled through a trust arrange- 
ment. 
Need Always Paid For 


Mr. Voorhees said that he believes 
that the trust plan can properly have 
applied to it the old axiom “if a man 
needs anything, he pays for it whether 
he gets it or not.” Thus, if an estate 
has a definite need for a trust agreement, 
it will pay at least the cost and very 
likely far more than the cost of this 
service, even though it is not purchased. 
It was also emphasized that the trust 
plan is just as important for cases of 
$10,000 to $20,000 as with the cases of 
$50,000 to $100,000. Every case which 
shows a surplus over the minimum need 
of the family represents an estate which 
very likely needs the trust company’s 
service. Mr. Voorhees suggested that 
probably one great fault of the life 
underwriter is that he is an opportunist 
The agent who seeks to better his serv- 
ice and his business could profitably 
replace this opportunism with a care- 
fully thought out program and analysis 
of the client’s needs. There are thou- 
sands on the street who could be recog- 
nized as prospects for a life insurance 
trust, if such an analysis were made. 
He cited numerous cases of the meet- 
ing of actual needs and in all of them 
showed a close harmony between the 
handling of the personal estate and the 
business situation. He said that he is 
convinced that there is a great potential 
sales force in cases that call for just 
such an analysis. He sugested that 
every life underwriter first study his 
own company’s settlement options and 
then study the services obtainable 
through the life insurance trusts. 


Bankers of Iowa Figures 


There has been some confusion as to 
the figures of the Bankers Life of Iowa 
as to its new business and business in 
force. At the end of 1926 the Bankers 
had $716,000,000 legal reserve life insur- 
ance in force. At the end of 1927 this 
Was Over $785,000,000 or a gain of $69,- 
900,000 in its legal reserve insurance. 
The total of all its insurance in force 
in 1927, assessment and legal reserve, 
was over $841,000,000, as compared with 
a total of $909,000,000 at the end of 1926. 

he loss was in the assessment insur- 
ance in force. It made a substantial gain 
im new paid-for business for the year as 
Compared with 1926, and of course a 


fain in its legal reserve life insurance 
In force. 
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Life Insurance Co. 


Columbus, Ohio 





“Its Performances Exceed Its Promises”’ 





Summary of Financial Condition 
as of December 31, 1927 


ADMITTED ASSETS 


Pi sdnnbnnntetaaia $14,678,395.38 


An Increase of 12.59% 


INSURANCE IN FORCE 


— $93,721,490.00 


An Increase of 10.98% 


TOTAL PAYMENTS TO 
POLICYHOLDERS 


ST saiastntainal $1,393,861.14 


An Increase of 57.6% 


DIVIDENDS TO 


POLICYHOLDERS 


i sesivnsueiviae $ 476,293.91 


An Increase of 19.13% 











HAS: 


Paid policyholders and beneficiaries $6,- 
819,877.44. 


Never contested or compromised a death 


Furnished low net cost insurance to pol- 
icyholders. 


Furnished free periodic medical examina- 
tions to policyholders. 


Established a reputation for integrity and 
fair dealing. 


Recognized the conduct of its business as 
the performance of a trust. 


Set aside as policy reserves $12,522,989.12. 








WANTS: 


Agents who are personal producers 
with organization ability to investi- 
gate our Ideal General Agency 
Contract which furnishes financial 
assistance while building a business 
owned and operated by the general 
agent. Territory open in Cali- 
fornia, Illinois, Indiana, Michigan, 
Pennsylvania, New Jersey, Virginia 


and West Virginia. 
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Analyzing Unprofitable Sales 


ELIMINATION of unnecessary expense is 
undoubtedly the key to big business of 
the modern type. Cost accounting is 
becoming a science. It is even more im- 
portant than modern machinery, because 
cost accounting is the source of modern 
machinery. The marvelous new ma- 
chines are not invented. They are de- 
signed and their design is dictated by 
the cost accountant. Every year millions 
of dollars worth of machinery is dis- 
carded, not because it is worn out, but 
because a newer machine will cut costs 
enough to make it profitable to junk 
the one in use. 

Cost accounting is making new ad- 
vances into fields where it was formerly 
thought accurate and reliable data could 
not be analyzed in figures. Life insur- 
ance companies in recent years have 
made great progress in analyzing home 
office costs and thereby enabling them- 
selves to reduce expenses, but it took a 
bold student to attempt to apply cost 
accounting methods to an_ individual 
agency. That step has been taken by 
the FRANKLIN Luirf, as announced to the 
general agents of the company at a 
recent home office conference by Vice- 
President Henry ABELs. 

The tendency in competition is to let 
the profitable business pay for the un- 
profitable. The department store will 
deliver a spool of thread to a purchaser 
in a suburb twenty miles away and do 
it with a smile, although the cost of de- 
livery may be several times the selling 
price of the thread. Insurance com- 
panies cater to any agent who can pro- 
duce business and they render a service 
on all his demands for himself and his 
customers. “The customer is always 
right” was a slogan much heard during 
the boom times of business. Anything 
that a salesman wanted for a customer 
was granted if it was within the re- 
sources of the organization. 

The FRANKLIN Lire had faith that ex- 
penses of producing and conserving busi- 
ness could be analyzed and those that 
were wumnecessary reduced. It found 
itself a pioneer. Two of its representa- 
tives spent some time consulting with 
other companies and found that none of 
them had made any practical move in 
this direction, but that all were deeply 
interested. 

The FRANKLIN plans to keep its gen- 
eral agents informed as to the costs in 
its agencies. There will be no axe sus- 


pended over the general agent. The in- 
formation will help him make his agency 
profitable by showing him the lines on 
which he ought to work. He will know 
how to guide his own men. An agent 
who produces a good volume of business 
but whose methods make the business 
unprofitable will be shown how to make 
it profitable. 

It has long been known that there is con- 
siderable waste in field methods and the 
FRANKLIN is attacking the problem from 
the analytical rather than the wishful at- 
titude. For instance, lapse is known as 
a great source of waste, and it is also 
known that frequency of premium pay- 
ing periods increases the lapse ratio. In 
other words, quarterly premiums have 
four chances a year to lapse, against two 
changes for semi-annual premiums and 
one chance for annual premiums. The | 
agency will be charged with the cost of 1 
new business. It will be informed which 
policies lapse before they have paid for 
themselves. It will be taught by visible 
evidence of results to guide its sales into 
the annual or semi-annual basis and 
away from the quarterly. Not taken 
policies also run up the expenses of an 
agency. If the agency has been reckless 
in ordering out policies it can improve 
its expense standing by using better 
judgment. There are eleven main di- 
visions of expense, nearly all susceptible 
of reduction when they are analyzed and 
results are made visible. 

The step taken by the FraNKLIN may 
have almost revolutionary results in cut- 
ting down field costs. Often expenses 
are incurred without thought, merely be- 
cause they are small or there is a mis- 
taken notion that they mean nothing in 
the general run of the business. By 
segregating the expenses and bringing 
them out into the light where they can 
be examined the first toward a 
great economy is taken. 


step 


Knowledge and wisdom, far from be- 
ing one have oft’times no connection. 
Knowledge dwells in heads replete with 
thoughts of other men; wisdom in 
minds attentive to their own. Knowl- 
edge—a rude, unprofitable mass, the 
mere materials with which Wisdom 
builds, till smoothed and squared and 
fitted to its place, does but encumber 
whom it seems to enrich. Knowledge 
is proud that he has learned so much; 
wisdom is humble that he knows no 
more.—Cowper. 








President Harry L. eae; of. the 
Southland Life had a miraculous escape 
from death in an automobile accident 
hurrying from Mercedes, Tex., in the 
Rio Grande Valley, to San Antonio to 
catch a train for Dallas. Mr. Seay and 
Jerry Smyth, director of the mortgage 
loan department, were pinned beneath 
their car when it skidded and turned 
over. Mr. Seay escaped with only a few 
scratches and suffered no ill affects 
whatsoever. Mr. Smyth was seriously 
hurt but is reported to be entirely recov- 
ering in a hospital in Edinburg, Tex. 


Edward B. Peck, assistant secretary of 
the Connecticut General Life, celebrated 
his 88th birthday last week. He was 
born in Galveston, Tex., and educated in 
St. Louis. For several years Mr. Peck 
taught school. He will round out 60 
years with the Connecticut General in 
September in this year. 


Darby A. Day, Jr., son of the Chicago 
manager of the Union Central Life, died 
unexpectedly in a sanitarium at Santa 
Monica, Cal., Saturday. He went there 
Friday with what seemed to be a minor 
complaint. A local anesthetic was ad- 
ministered and although a pulmotor was 
used, all efforts to revive him failed. He 
was 24 years of age. His father left 
Saturday to take charge of the body. 
Young Day while a student at the Chi- 
cago Latin School during the war made 
a wonderful record selling Liberty 
bonds, setting the pace in the school 
boys’ division, 

At the meeting of the Association of 
Life Insurance Presidents last week 
suitable resolutions were adopted con- 
cerning the death of Thomas W. Black- 
burn of Omaha, former secretary and 
general counsel of the American Life 
Convention, and Chalmers Brown, pres- 
ident of the Reserve Loan Life of 
Indianapolis. 

The funeral of A. Murray Rumsey, 
former Iowa insurance man, who died 
last week in Los Angeles, will be held 
this week in Des Moines. He was in 
the insurance business in Sioux City for 








15 years and for 20 years was a member 


of the Rumsey Brothers agency in Des 
Moines, representing the Penn Mutual 
Life as general agents. 

An unusual record of policyholder 
longevity is that recorded in the experi- 
ence of Norris Bokum of Bokum & 
Dingle, Chicago general agents of the 
Massachusetts Mutual Life. Mr. Bo- 
kum has been writing life insurance for 
21 years, but late last week the first 
death claim was recorded among the 
policyholders he has written. The claim 
is for $30,000. Mr. Bokum started in 
the business in 1907, and it is one of 
his 1907 policyholders whose policy has 
become a claim. Mr. Bokum entered 
the “millionaire” class in 1920 with more 
than $2,000,000 of paid-for business. 
Since that year he has written well over 
$2,000,000 every year. 

Dr. Arthur L. Tumbleson, for the last 
25 years medical director of the Sun Life 
of America, died in Baltimore recently. 
Dr. Tumbleson was known as an ardent 
worker in his profession and a creative 
influence in the affairs of the company 
he served. 


C. H. Upton, for 25 years with the 
Aetna Life and affiliated companies and 
superintendent of the mails for the past 
12 years, died of heart failure last week. 


Bolling Sibley, general agent of the 
Penn Mutual Life at Memphis, cele- 
brated his 20th anniversary with the 
company by giving a luncheon attended 
by his office and field associates and 
their wives. Other guests were S. M. 
Williamson, financial agent of the Penn 


| 





Mutual, who introduced Mr. Sibley to the 
company; Ira F. Archer, superintendent 
of agencies, Louisiana State Life, who 
was associated with Mr. Sibley for seven 
years prior to going with the Penn Mu- 
tual; Dorian Fleming, general agent, 
Penn Mutual at New Orleans, who was 
formerly connected with the Memphis 
agency; Edward G. McCormick, general 
agent, Minnesota Mutual Life. The 
Penn Mutual agency at Memphis will 
move to the Farnsworth building. 


Frederick W. Sarles of the “Week'v 
Underwriter,” New York City, was mar- 
ried in Des Moines this week to Miss 
Chloe Mae Bell. The couple left im- 
mediately after the wedding for New 
York. 

Ben C. Hyde, insurance commissioner 
of Missouri, has returned to his home 
in Kansas City after spending three 
months in Mineral Wells, Tex. Mr. 
Hyde is much improved in health and 
has been at his office several times, al- 
though he is not yet able to attend to 
business. 


W. R. Harrison, Jr., of Little Rock, 
Ark., who broke into the million-dollar 
group in 1926 with a total production of 
$1,030,000, repeated his stellar perform- 
ance in 1927 paying for $1,141,000 of 
new insurance. 

Mr. Harrison is associated with his 
brother, G. C. Harrison, in the Harrison 
Agency, general agent at Little Rock for 
the Home Life of Arkansas. Just past 
his 30th birthday, Mr. Harrison has a 
production record that is significant 
both for its size and for the consistency 
of its growth. His first year in the busi- 
ness was 1923 and his production since 
that date, in round numbers, reads as 


follows: 1923, $350,000; 1924, $500,000; 
1925, $750,000; 1926, $1,030,000; 1927, 
$1,140,000. 


Analysis of his 1927 production shows 
that he wrote 140 lives for an average 
policy of $8,150 and that he collected 
total premiums of $35,967 (non-partici- 
pating). 

Harry L. Conn, former insurance 
commissioner of Ohio, has been sug- 
gested as a candidate for the Demo- 
cratic nomination for governor. Judge 
Conn served several years as state su- 


| perintendent of insurance and was for 
| a time on the state supreme bench un- 


der appointment of Governor Donahey. 
He was a candidate for judge of the 
supreme court in the election in the fall 
of 1926, but was defeated. 


Dr. Boyle Vance of Homewood, III. 
medical director of the Loyal American 
Life, a fraternal institution, committed 
suicide Sunday by shooting himself with 
a shotgun. 


W. J. Arnette has resigned as vice- 
president and agency manager of the 
Volunteer State Life at Chattanooga. 
He will take a trip around the world 
before making another connection. Mr. 
Arnette saw service in France during 
the war. He was vice-president of the 
Volunteer State Life prior to entering 
army service. On his return to Amer- 
ica he was appointed general agent 0 
the Fidelity Mutual Life in Chicago. 
He then returned to the Volunteer State 
Life as the agency executive. J. M. 
Mitchell, who has been assistant agency 


manager, has been appointed agency 
manager, 

Mr. Arnette expects to sail from San 
Francisco early in March, stop at 


Honolvlu, then get into Japan for the 
cherry blossom season. From there he 
will travel through China, the Philip- 
pines, down into Australia and New 
Zealand, tour through India, Ceylon and 
Egypt. He has been in Europe a couple 
of times and therefore he does not = 
pect to stay there very long. On his 
way home he will visit South America. 
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WILLIAMS RETURNS TO FIELD 





Educational Director Will Become As- 
sociate Manager of Union Cen- 
tral’s Home Office Agency 





R. J. Williams, head of the educa- 
tional department of the Union Central 
Life, has resigned to become associate 
manager in the John L. Shuff home 
office general agency of that company. 
Mr. Williams has for some time consid- 
ered re-entering field work and was 
offered one of the general agencies of 
the company, but liked Cincinnati so 
well he was loath to leave and decided 
to cast in his fortunes with the home 
office general agency. Mr. Williams is 
an Englishman, possesses a most pleas- 
ing personality, and has made many 
friends throughout the Union Central 
organization. He started some years ago 
with the Charles B. Knight organization 
in New York, where he devoted himself 
particularly to the training and securing 





R, J. WILLIAMS 


of new agents, in which he was most 
successful. His duties in the Shuff 
agency will be along somewhat similar 
lines, 

The home office agency of the Union 
Central now has upwards of $80,000,000 
of insurance in force which is only $2,- 
000,000 less than the whole company 
had when Mr. Shuff went to Cincinnati 
i'l years ago to become a special agent. 
Last year the agency paid for more 
than $1,000,000 a month. Mr. Wil- 
liams will find congenial work in the 
hig Shuff organization and his friends 
are happy that he is to remain in Cin- 
cinnati. 


TRENTMAN TO CHARLOTTE 


Occidental Life of Raleigh, N. C., An- 
nounces the Establishment of a 
New Branch Office 








Che Occidental Life of Raleigh, N. C.. 
sunounces the opening at Charlotte. 
. C., of a branch office to handle busi 
ness in western North Carolina. W. H 
rentman, for the past year in charg: 
{ the Charleston, W. Va., office as 
h manager, has moved to Char- 

tte to he in charge of the new office. 
C. J. MacCormack of Charleston, W. 
a 4 been appointed branch man- 
ager at that point, succeeding Mr. 
Trentman. Mr. MacCormack has been 
in the life insurance business for many 
years in West Virginia and was for- 
meriy secretary of the Charleston Life 


Underwriters Association. 


George W. Richards 


frac + 
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Better Stop In 


“Coming over to Fort Wayne 
soon?” 


“Will probably be through there in 
the spring.” 


“It will be worth while to stop over 


and visit the Home Office of The Lincoln 
National Life. They are mighty hospita- 
ble Hoosiers and they love to show 
folks through their workshop. You'll 
see the last word in planning and 
mechanical aids to speed and accuracy. 
The spirit of the co-workers will be 
refreshing. You will get a better idea 
why The Lincoln Life is making such 
impressive business records.” 


Maybe the Home Office organiza- 


tion is one of the big reasons why it 
pays to 
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and Monarch Life of Springfield, Mass., 
announces the appointment of George 
W. Richards as manager for southern 
California with headquarters at 659 
Roosevelt building, Los Angeles, Mr. 
Richards was formerly Pacific coast 
manager for the Loyal Protective of 
Boston and prior to that field manager 
of the Fraternal Brotherhood of Cali- 
fornia. 

Harry A. McLane, formerly with the 
Los Angeles office of the Monarch com- 
panies, has been promoted to general 
agent at Springfield, Mo., effective April 
3, 


Forest F. Suter 


Forest F. Suter has been appointed 
assistant manager of the Columbus, O.,: 
office of the Missouri State Life. He 
was formerly connected with the Amer- 
ican Life & Accident at Louisville. He 
is a native of Owenton, Ky., and went 
into the office of the Kentucky Central 
Life & Accident there, later moving to 
Louisville and going with the American 
Life & Accident. For two years pre- 
vious to his going with the Missouri 
State Life as an agent he was manager 
of the American Life & Accident at 
Columbus. 


Frank J. Story 


Frank J. Story has 
manager of the Houston, Tex., branch 
office of the Pan-American Life. Mr. 
Story for many years was one of the 
leading educators in Texas. He served 
as principal in a school outside Dallas 
and for the past several years has been 
associated with the pulbic school system 
in Dallas as a teacher of French and 
dramatic art. He joins the Pan-Amer- 
ican with a thorough knowledge of life 
insurance and a splendid record as a 
personal producer. 


Mrs..G. A. Ralls 


Mrs. G. A. Ralls has been appointed 
general agent for southern Texas for the 
Minnesota Mutual Life with headquar- 
ters at 708 Esperson building, Houston. 
For the past eight years Mrs. Ralls has 
been a district agent for the Northwest- 
ern National Life through the Cravens, 
Dargan & Co, office. 

She has been a large producer of life 
insurance, having produced $500,000 of 
paid for business each year. 

Mrs. Ralls took an active part in the 
training of agents while with Cravens, 
Dargan & Co. 

During the past year five out of six 
women agents trained by Mrs. Ralls 
reached their quota to qualify for the 
company convention which was held at 
Yellowstone Park. 

Mrs. Ralls has been very successful in 
the writing of business and corporation 
insurance. 

She is very well known in the life in- 
surance fraternity. 

She was one of the speakers at the 
annual meeting of the National Associa- 
tion of Life Underwriters at Atlantic 
City in 1926. 


been appointed 





A. Rosenstein 


A. Rosenstein, who for the last three 
vears has been unit manager of the 
Louis Lane agency of the Equitable of 
New York in the New York metropoli- 
tan district, has been appointed agency 


manager. Mr. Rosenstein started with 
the Louis Lane office five years ago and 
within two years was made unit man- 


ager. 


Edward K. Wassman 


K. Wassman has been ap- 
the Chattanooga 
Mr. Wass-. 
1107 


Edward 
pointed manager of 
agency of the Guardian Life. 
man’s headquarters will be at 
Provident building. 

Following his graduation from the 
University of Chattanooga, Mr. Wass- 
man continued his studies at the How- 
ard School of Business Administration, 
from which institution he was graduated 
two years later. He then engaged in a 
mercantile business for a year, enter- 
ing the field of life underwriting three 





years ago and has successfully pursued 
this vocation since. 


Elmer Blaase 


The Fidelity Mutual Life announces 
the appointment of Elmer Blaase as 
manager for Buffalo and western New 


York. Mr. Blaase’ succeeds Claude S. 
Harris, who died recently. The new 
manager has been active in the Buffalo 
Life Underwriters Association. 


Louis D. Walrath 


National Life of Vermont has 
Louis D. Walrath, formerly 
of Pittsburgh, as general manager at 
Binghamton, N. Y. He has taken 
offices in the Press building. This is a 
new general agency. Mr. Walrath has 


The 
appointed 


had considerable experience in life in- 
surance, 





Tolbert F. Poyner 


Tolbert F. Poyner, for some time with 
the Southern Union Life at Fort Worth, 
Tex., has been named state manager for 
the Pilot Life. He will make his head- 
quarters at Fort Worth. Before going 
to the Southern Union Mr. Poyner was 
| connected with the Amicable Life of 
| Waco. 
| Julius Bohm 
| Julius Bohm has been appointed gen- 
| eral agent of the Occidental Life of Los 

Angeles for southern California with 

headquarters in the Merritt building at 
; Los Angeles. 
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PLAN TRI-STATE CONGRESS 


Will Cover Creation and Conservation 
of Estates at Philadelphia Meet- 
ing on March 16 


“A Congress Covering Creation and 
Conservation of Estates”. is the theme 
around which the discussions will re- 
volve at the tri-state life insurance 
congress to be observed in Philadelphia 
on March 16. Sigourney Mellor, Provi- 
dent Mutual, who is general chairman, 
is bending every energy to develop a 
congress superior to the previous Phila- 
delphia congresses, which have had 
attendance records in excess of na- 
tional gatherings and which have always 
developed educational programmes of 
unusual value to the fieldman and par- 
ticularly the average producer. 

Chairman Mellor’s “cabinet” which 
has been organized to arrange the de- 
tails of the congress consists of the fol- 
lowing committee chairmen: A. Rush- 
ton Allen; Provident, program and 
speakers; Jack Berlet, Guardian, public- 
ity; James M. Blake, Massachusetts 
Mutual, company executives; James EI- 
ton Bragg, Union Central, banquet and 
reception; George M. Cannell, Penn 
Mutual, finance; Miss Mildred V. Dun- 
can, Mutual Life of New York, women’s 
participation; Niels M. Olsen, John 
Hancock Mutual, associations coopera- 
tion: Thomas M. Scott, Penn Mutual, 
trust companies and bank participation; 
Alexander Tisdale, Connecticut Mutual, 
dinner arrangements; and James A. Ty- 
son, Equitable of Iowa, attendance. 





NEW OFFICERS ARE CHOSEN 





Trust Round Table Elects Its 
Guiding Men for Ensuing Year 
at Philadelphia 


Life 





Trust Round Table of Phila- 
delphia, the membership of which is 
made up of trust company executives, 
department heads and life underwriters, 
at a meeting this week approved the 
following officers and committees: For 
director of activities, E. J. Berlet, Guard- 
ian Life; vice director, Frank G. Sayre, 
Pennsylvania Company; public relations 
committee, chairman, Arthur Kitson, 
Jr., Franklin Trust Co.; Thomas M. 
Scott, Penn Mutual Life; Jesse S. Shep- 
ard, Guarantee Trust & Safe Deposit 
Company; Claude A. Simpler, Real Es- 
tate Land Title & Trust Co.: and Jona- 
than M. Steere, Girard Trust Co. Trade 
relations committee, chairman, Robert 
Dechert, Penn Mutual Life, A. B. 
Cheyney, Continental American 
George E. Lloyd, Colonial Trust Co.; 
Sigourney Mellor, Mellor & Allen, 
Provident Mutual Life. 
Thompson, Bankers Trust Co.  Pro- 
gram committee, chairman, Allan D. 
Wallis, Equitable Life of lowa; William 
B. Bullock, Provident Trust Co., and 
James M. Stokes, Jr., Life Insurance 
Associates. 


The Life 


Life; | 


and Robert M. | 


DINNER MARKS BANNER YEAR 


Officers and Agents of Brooklyn Na- 
tional Life Celebrate High Pro- 
duction Mark Set in 1927 


NEW YORK, Feb. 9.—More than 100 
officers and agents of the Brooklyn Na- 
tional Life gathered for a dinner to mark 
the writing of $5,000,000 paid-for busi- 
ness in 1927. Superintendent Beha of 
the New York insurance department was 
the guest of honor. William R. Bayes, 
president of the company, presided. Mr. 
Beha, who holds the first policy issued 
by the company, spoke highly of the 
progress it has made and of the insti- 
tution of life insurance generally. T. J. 

’, Cullen of the “Spectator” gave an 
analysis of the financial strength of the 
company. 

Frederick W. Ladue, superintendent 
of agencies, told of the expansion of the 
company, stating that 75 percent of the 
insurance written in January was from 
outside the borough of Brooklyn. He 
said that $787,000 af new business was 
submitted in January and that $1,000,000 
will be reached this month, promising to 
more than double last year’s business in 
1928. 

L. W. Ward, former superintendent of 
agencies, was also present and spoke, as 
did William C. Tomlins, Jr., president 
of the Brooklyn Fire, and George V. 
Catuna, manager of the Travelers Brook- 
lvn office. 


PAUL R. WENDT HAS RESIGNED 
Former Manager of Equitable Life of 


Iowa in New York Will Make 
New Connection 


NEW YORK, Feb. 9.— Paul R. 
Wendt, manager of the Equitable Life 


of Iowa in New York since the com- 
pany entered that state, has resigned as 
vice-president and general manager of 
the life insurance agency of Hoey, Elli- 
son & Wendt and will make some other 
life insurance connection. 

Mr. Wendt has been with the Equi- 
table 10 years. When the company en- 
tered New York he was appointed 
manager of one of its agencies, Hoey & 
Ellison conducting another agency. A 
year later the two agencies were com- 
bined, and last year the combined or- 
ganization paid for more than $7,000,000. 
It has been felt, however, that the con- 
duct of the life agency was too expen- 
sive to leave sufficient margin for the 
three partners. The life agency will be 
| operated in future as a department in 
the fire and casualty agency of Hoey & 
Ellison. Mr. Wendt thas not yet an- 
nounced his plans, though he contem- 
plates establishing an agency in New 
York for another company. 

H. E. Bardenheuer, for several years 
with the Charles B. Knight agency of 
the Union Central Life and for two 
vears first assistant in the Hoey, Ellison 
& Wendt office, will become manager 
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of the life department of Hoey & Ellison. 

Mr. Wendt will open an agency for 
an eastern company and it has been 
agreed that he will take with him as 
many of the agency force as care to 
join him in his new connection. The 
Equitable of lowa will remain with 
Hoey & Ellison. 


Pittsburgh Agency Meeting 


The New England Mutual Life Pitts- 
burgh office gave a luncheon to Glover 
S. Hastings, superintendent of agencies. 
In his address he outlined the history 
and policies of the company. 

Dr. Harold M. Frost, associate med- 
ical director, also from the home office, 
told of the pioneer medical work the 
company is sponsoring. J. Milton Ryall, 
president of the Pittsburgh Life Under- 
writers’ Association, gave a talk on be- 
half of the association. The meeting was 
presided over by John T. Shirley, re- 
cently appointed general agent. 





Passes Two Million Mark 


The Lincoln National agency of G. 
F. Lofthouse in Detroit passed the 
$2,000,000 mark in 1927. Seven men in 
the agency produced the entire amount. 
With a much larger force of agents the 
office is starting 1928 at a faster clip 
than any previous year in its organiza- 
tion. 


Joseph Promotes Negro Company 


I. J. Joseph, who was formerly secre- 
tary of the Victory Life of Chicago and 
before that was connected with the 
Standard Life of Atlanta, is promoting a 
new legal reserve life company in New 
York City owned by colored people. 


West Virginia Agency Meeting 


Some 50 members of the Wheeling, 
W. Va., agency of the Equitable Life of 
New York attended an agency meeting 
Feb. 3-4 in charge of Thomas B. 
Sweeney, manager. Vice-President F. 
H. Davis was the honor guest and prin- 
cipal speaker. In 1927 the agency pro- 
duced over $15,000,000 and its goal is 
set at $20,000,000 this year. 

Announcement was made of the ap- 
pointment of Joseph C. Gross as super- 
intendent of the agency. He is suc- 
ceeded as cashier by Edgar E. Cobb, 
who has held a similar position at Prov- 
idence, Columbus and Raleigh. 


District Code Bill Reported Out 


The Blanton bill, providing a new 
insurance code for the District of Co- 
lumbia, has been favorably reported to 
the House committee on the District 
of Columbia by the sub-committee on 
insurance and banking. 

The provisions of the bill will not 
apply to marine insurance or fraternal 
and benevolent insurance, which are 
covered by special laws, but will apply 
to title insurance. Under its terms the 
commissioner of insurance would be ap- 
pointed by the President instead of by 
the District commissioners as at pres- 
ent, and his bond would he increased 
from $10,000 to $20,000. It also pro- 
vides a complete code for the activities 
of such organizations in the District of 


Columbia. 
The bill had been held up by a dis- 
agreement between Representatives 


Blanton of Texas, author of the meas- 


ure, and Underhill of Massachusetts. 
chairman of the subcommittee. At the 
suggestion of the latter, Mr. Blanton 


made a number of changes in the meas- 
ure. 


Hartford Medical Directors Elect 


Dr. Lawrence G. Sykes, medical direc- 
tor of the Connecticut General Life. was 
reelected chairman of the Hartford As- 
sociation of Medical Directors and their 
associates at the January meetine. Dr. 
W. W. Dinsmore. assistant medical di- 
rector of the Travelers, was reelected 
secretary. 

The Pyramid Life of Little Rock has 


established an awenecv in Hot Springs, 
Ark., in charge of J. Thad McDonald. 
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c. O. FISCHER AGENTS MEET | 

| 

Members of Staff of St. Louis General | 
Agency of Massachusetts Mutual 


in Sales Congress 








The annual agency meeting of the St. | 
Louis office of the Massachusetts Mu- 
tual Life was held at the agency office 
recently. Chester O. Fischer, vice-pres- 
ident of the National association, is gen- 
eral agent in St. Louis for the Massa- 
chusetts Mutual. 

The morning and afternoon meetings 
were in the form of a sales congress, 
the principal speakers being Vice-Presi- 
dent and Superintendent of Agencies 
Joseph C. Behan, and Richard Little, 
assistant actuary, from the home office; 
Henry Abbott, Pittsburgh general agent; 
George Lackey, general agent at Okla- 
homa City, and Charles L. Scott, gen- 
eral agent at Kansas City. 

Ninety-five associates and wives were 
guests of Mr. Fischer at dinner. J. 
Lionberger Davis, chairman of the 
board, Security National Bank Savings 
& Trust Company, gave an address— 
“Life Insurance and Investment—a Pro- 
fession.” Mr. Davis stressed the prob- 
lems of investment with safety and 
showed the tendency of cooperation by 
trust companies with life underwriters. 
Others on the evening program were 
Miss Alberta Allen, president for 1927 
of the Saint Louis Agency Association, 
and Joseph C. Behan and Mr. Fischer, 
who acted as toastmasters. William H. | 
Van Sickler was installed president for | 
1928. This honor is accorded the lead- 
ing producer of the agency. 

The St. Louis office during 1927 pro- | 
duced approximately $7,000,000 of de- | 
livered business and has had a steady | 
growth during the last 10 years. 








COMPANY WILL BRANCH OUT, 





Western States Life of Clayton, Mo., 
Starts Year With $200,000 Capital 
and Surplus 


The annual statement of the West- 
ern States Life of Clayton, Mo., shows 
capital $100,000; assets $206,947; insur- 
ance in force, $1,400,000. The company 
was incorporated Feb. 21, 1925, by well 
known people in Clayton and vicinity 
as a stipulated premium company with 
authorized capital of $25,000 and like 
amount of surplus. Under this law it 
was necessary to have $250,000 insur- 
ance in force before charter could be 
given. Frank J. Falzone, who for 25 
years has been in the general insurance 
business in St. Louis county, led the 
movement to get this amount of busi- 
ness. On May 20 of that year the com- 
pany started its activities. St. Louis 
county, of which Clayton is the capital, 
is one of more than 30 prosperous 
suburban communities of St. Louis that 
have retained their individuality. In 
order to expand more rapidly and to 
enter other states it was decided to in- 
crease the capital and surplus from 
$50,000 to $200,000. The additional 
Stock and surplus was subscribed in a 
short time. There was no promotion 
expense. The surplus is now $100,000, 
the same as the capital. 


G. H. Smith Joins Goldman Office 


Graeme H. Smith, who for the last 10 
years has been connected with the in- 
surance department of Armour & Co., 
Chicago, serving as assistant manager 
of the department for the last several 
years, has joined the A. Van Goldman 
ofice of the Prudential in Chicago. Mr. 
Goldman’s branch was established the 
middle of last year. Mr. Smith's experi- 


ence with Armour & Co. will be of great 
Value to him in his new work. 





| business. 


TWISTERS ARE COMING BACK 





Chicago General Agents Say That They 
Are Confronted With the Old 
Time Practices 





Chicago general agents of life com- 
panies say that the famous professional 
twisters that became conspicuous a few 
active 


years ago are becoming very 
again. When Thomas J. Houston was 
Illinois insurance superintendent he 


started a crusade against twisting. The 
issue was brought into court and there 
was considerable activity in the Chi- 
cago district in connection with the 
subject. One of the results of that 
campaign was that the Aetna Life com- 
pletely changed its attitude and man- 
agement. It was thought that most of 
these twisters had gone into oblivion, 
or that they were placing their business 
through underground channels so that 
their tracks could be completely cov- 
ered. 

It is stated that they are now becom- 
ing more daring. Seemingly they have 
been able to get their business handled 
by subagents in some prominent offices 
in Chicago. Owing to the fact there 
is such a stiff bid for brokerage busi- 
ness in Chicago at this time, evidently 


the twisters are taking advantage of 
the situation. Within the last two or 
three years the strife for brokerage 


business in the city has increased tre- 
mendously. Some liberal offers are 
made and general agents are hungry 
for business. Some general agents feel 
that it is time that the Managers Asso- 
ciation make a complete investigation 
of the twisting situation and endeavor 
to remedy it. 





Central Illinois Agency Meets 


Central Illinois agents of the Massa- 
chusetts Mutual Life connected with the 
Reuling & Williamson agency attended 


| an all-day sales meeting at Peoria, con- 


cluding with a banquet. J. Hawley Wil- 
son, president of the Peoria Agents As- 
sociation, opened the gathering, and Jo- 
seph C. Behan, superintendent of agen- 
cies, brought greetings from the home 
office. Clarence W. Reuling gave a re- 
view of the last year; Frank D. Mur- 
phy spoke and various agents gave five- 
minute experience accounts. Alexander 
T. Maclean, chief actuary from the 
home office, and E. Bentley Hamilton 
were speakers at the banquet. 


Larson Agency’s Convention 


Dr. T. C. Denny, president of the 
Central Life of Iowa; Dr. M. I. Olsen, 
medical director, and W. F. Poorman, 
actuary, participated in a two-day sales 
conference at Madison with 125 Central 
Life representatives in Wisconsin. The 
convention was under the direction of 
A. C. Larson, general agent at Madi- 
son, and was addressed by M. A. 
Freedy, insurance commissioner of Wis- 
consin, and Prof. C. D. Lee of the Uni- 
versity of Oklahoma. 





Day Agency Does $1,060,160 in January 


January paid for business produced by 
the Darby A. Day general agency of the 
Union Central Life in Chicago was 
$1,060,160. In the same month of 1927 
the agency produced $376,285 of paid for 
In January this year Mr. Day 
and a large number of his leading pro- 
ducers were out of the field for a week 
attending the company’s convention at 
the home office in Cincinnati. 





Three Travelers Men Promoted 


Two new managers of branch life 
offices of the Travelers have been estab- 
lished in Chicago. Emil Frank, who has 
represented the company in Chicago for 
some time, has been appointed manager 
of the branch at Lawrence and Broad- 











“Life Insurance agents are 
too busy, too energetic, to 
longer put up with old- 
fashioned card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register,” says the 
Spectator, the well-known 
eastern insurance journal. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
never could find! All the in- 
formation needed to analyze 
your client’s life insurance, 
to answer his every question, 
can be secured in a moment. 





AAT 





Throw Away the 
Old-Fashioned Card Index 


Accurate Loose Leaf Co. 
NEW YORK CITY 


Accurate Loose-Leaf Co., 81 Messen a ag -<----- 
= ——— send sample sheet and complete information on the Life Insur- 


It is easy, too, to keep tab of 
the Birthday dates of your 
policyholders. 


The last word in life insur- 
ance records—at the lowest 
price! That is what we offer 
you. For the Life Insurance 
Register is priced at $7.25. 
Think of it—a_ loose-leaf, 
well-bound, stamped-in-gold, 
post binder, sheets for 450 
accounts and the greatest 
system ever devised for 
keeping a real record of your 
life insurance business—for 
$7.25. You must get full de- 
tail and examine sample 
sheet of the register. That’s 
why we want—urge—you to 
use the coupon NOW. 
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Security-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 


‘ a few Life Insurance Companies 


in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 
Organised 1845 
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A SIGN OF PROGRESS 


Total insurance in force during 
1928 was increased over 10% — 
the result of a strong sales organ- 
ization serving a strong company. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 


Over 81 years in Business 


1928 











way on the north side. Lloyd Franck 
has been made manager of the 63rd 
Street branch, having been promoted 
from an assistant managership. Both 
these offices will report direct. 


Ayres Heads One Branch 


A branch which will not report di- 
rectly to the home office has been estab- 
lished in the Ohio-Michigan Corpora- 
tion building at Michigan avenue and 
Ohio street. Field Assistant Paul Ayres 
is in charge. 





Plan Merger for Monarch Life 


Commissioner Baker of Kansas has 
been directed by the United States Dis- 
trict Court to determine whether or not | 
the consolidation of the Monarch Life | 


of Kansas City, Kan., and the Reserve | 
Life & Accident of Arkansas City is | 


feasible. The Monarch Life is in finan- 
cial difficulties and minority stockhold- 
ers sought to have a receiver appointed. 
The company is not insolvent, but its 
surplus does not come up to legal re- 
quirements. The Reserve has _ been 
doing a burial and accident business for 
several years and only recently went 
into the life business. The Monarch has 
$1,000,000 insurance in force, most of 
which has had the second premium paid. 

The United States court, which has 
been considering the receivership, is try- 
ing to avoid the liquidation of the Mon- 
arch if it is possible to maintain it as 
a going concern. The proposed consoli- 
dation would give the merged compa- 
nies $100,000 capital and $100,000 sur- 
plus. Mr. Baker is conducting an 
investigation of the merger plans and 
expects to report to the court his views 
on it late this week or early next week. 





Northwestern Mutual’s Iowa Meeting 


Charles H. Parsons, superintendent of 
agencies for the Northwestern Mutual 
Life, and W. Ray Chapman, assistant 
superintendent of agencies, are repre- 
senting the home office at the meeting 
of Iowa agents Feb. 9-10 at Cedar Rap- 
ids. About 200 are poy to attend. 
The general sence | = 5. © Gar 
land, Dubuque; J. ughes, Des 
Moines; W. M. Makedchen ioux City; 
R. H. Pickford, Cedar Rapids; and H. 
L. Williams, Davenport. 

Mr. Parsons opened the meeting. At 


the banquet he will speak on “Visualiz- 
ing Opportunity and Responsibility.” 
The first day Mr. Chapman talked on 
“Permanent Building.” On the second 
day Mr. Chapman will take up “Busi- 
ness Insurance.” 





School of Instruction Opens 


Henry C. Gates, educational director 
cf the Darby A. Day general agency of 





the Union Central Life in Chicago, is 
conducting a school of instruction that 
will continue until next summer. The 
classes are held on Thursday night of 
each week. About 35 men, five of them 
from outside the Day agency, attended 
last Thursday’s session. 





| Policies for Partnerships Not Exempt 


In the case of Pauline C. Cohen, 
admx., vs. Gordon-Ferguson et al., the 
North Dakota Supreme Court holds 
that the law exempting the proceeds of 
insurance policies from the debts of the 
decedent is applicable only where the 
beneficiaries of the policy are clearly 
designated. The policy was made pay- 
able to a partnership of which Charles 
W. Cohen eventually became the suc- 
cessor before his death. 

The court held that the proceeds of 
the policy made payable to the partner- 
ship were not exempt from attachment 
to pay the debts of the insured. 





May Devise Proceeds by Will 


Providing they clearly express their 
intention of so doing, holders of life in- 
surance policies may dispose of the pro- 
ceeds by will, the North Dakota Su- 
preme Court held in the case of Herbert 

Jorgenson et al. vs. Ethel J. De- 
Viney. 

The policy issued on the life of Alfred 
Jorgenson was originally made payable 
te his executors or administrators, but 
later Jorgenson made a will in which it 
was made payable to Ethel DeViney. 
His heirs at law contended that he had 
no right to dispose of the proceeds of 
the policy in that manner. 

The court held, however, that the in- 
sured retains control of an insurance 
policy and may dispose of the avails 
thereof in any manner “not inhibited by 
statute, settled rules of public policy or 
provisions in the policy itself.” 














___ IN THE SOUTH AND SOUTHWEST 











SOUTHLAND LIFE CONVENTION | 





Many Attend Annual Roundup of Dallas 
Company—President Seay Ad- 
dresses Agents 





The recent round-up of agents of the 
Southland Life at Hot Springs was a 
complete success according to all indica- 
tions. The business sessions were feat- 
ured by the annual addresses of Presi- 
dent Harry L. Seay, Vice-President and 
Treasurer Clarence E. Linz, Agency 
Director W. E. Talbot, Medical Director 
a. 26. 2. Montgomery, and several 
other officials of the company. Charles 
Evans, of the Home Life of Arkansas, 
and Commissioner J. S. Maloney of Ar- 
kansas added much to the program. 


Bayless Leading Producer 


A. C. Bayless of Houston again was 
announced as the leading producer of 
the company, having written more than 
$1,500,000 in 1927; W. T. Gwaltney of 
Fort Worth was second, with better 
than a $1,000,000 production, and Sam 
Hughston of Brownsville third with 
more than a $500,000 production. 

Kay & Smith ‘of Tyler, Tex., were 
presented with the loving cup and cash 
award for having been the most effi- 
cient agents during the year. 

More than 200 agents and their wives 
were guests of the company at the 
meeting. The Southland Life now has 
more than $120,000,000 in force. 


COMMISSIONER MAKES REPORT 





Life Insurance in Force in Oklahoma 
Increased $48,000,000 
During 1927 





OKLAHOMA CITY, Feb. 9.—On 
Jan. 1 there were 5,008 individuals 
licensed to write life insurance in Okla- 
homa, according to Jesse G. Read, state 
insurance commissioner. Life insurance 
business as a whole in 1927 was exceed- 
ingly prosperous, and there was _ less 
trouble with agency forces and fewer 
complaints of troubles than in any pre- 
vious year for a four-year period, the 
commissioner said. In the face of this 
Mr. Read explained that the number of 
life underwriters increased more than 
400 last year. 

Although all annual reports of life 
companies operating in the state have 
not been received by the department, 
Mr. Read estimates the amount in force 
hy legal reserve companies in Oklahoma 
totals $870,000,000. This reveals an in- 
crease of $48,000,000 for 1927 over that 
of 1926. It was in the five-year period 
following the war that life insurance 
made its greatest strides in this state. 
At the close of business, Dec. 31, 1927, 
the five years had shown an increase of 
more than $337,000,000, the exact 
amount in force at that time being $625.- 
001,726. 

Legal reserve companies have 80 per- 
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LIFE INSURANCE EDITION 

















cent of the business in Oklahoma, Mr. 
Read estimated. They collected in pre- 
miums in 1926, $23,577,705 and paid in 
death claims, $3,956,316. Aside from 
claims paid, a large percentage of the 
amount collected was returned to policy- 
holders in the form of dividends and 
matured endowments. 


AMERICAN LIFE HAS MEETING 





Commissioner Cousins Discusses Life 
Underwriting in Texas—President 
Bigger Tells of Growth 





The annual agency convention of the 
American Life was held in Dallas this 
week with the best producers of the 
company attending. An address was 
delivered by R. B. Cousins, Jr., life in- 
surance commissioner, in which he dis- 
cussed the life underwriting business in 
Texas. A. B. Culbertson of Fort Worth 
talked on life insurance trusts and the 
relations of trust company officials and 
the life insurance men, and A. C. Big- 
ger, president of the company, told of 
its growth and the prospects of the 
future. Others making addresses were 
C. W. Simpson, vice-president and medi- 
cal director; Morton Bigger, secretary; 
J. H. Bryan, agency director and a 
number of the agents. 

A banquet and a theater party were 
the features of the entertainment. The 
American Life is one of the largest rein- 
surance concerns in America. It is also 
engaged in direct writing of life insur- 
ance. 





Bill for Conversion of Companies 


A bill providing conditions under 
which cooperative non-profit life benefit 
corporations may reincorporate and be- 
come legal reserve life companies has 
been introduced in the Virginia legisla- 
ture by Delegate James H. Price of 
Richmond. It is applicable to fraternal 
associations. 


Branch Office for Oklahoma 


The Oklahoma City agency of the 
Kansas City Life has been made a 
branch office, under the management of 
L. C. Mersfelder. The office is now 
qualified to handle collections and re- 
newals, E. O. Zander from the home 
office at Kansas City has arrived in 
Oklahoma City to take charge of the 
two new departments. 








Finds Pellagra Increasing 


Pellagra is increasing in the south, 
declares Dr. Riser, health con- 
servation leader of the Pilot Life, who 
cites official figures to show that the 
disease is making rather alarming ad- 
vances in the southern states. 

Quoting official figures from North 


ports of many institutions and individ- 
uals in other southern states, Dr. Riser 
finds that in the first nine months of 
1927 there were 461 deaths from pella- 
gra in North Carolina as compared with 
but 459 for the entire year of 1926. In 
South Carolina the first nine months of 
1927 brought 499 deaths as compared 
with 529 in 1926. Dr. Riser has broad- 
cast the description of the symptoms of 
the disease and the best methods for 
treating it. 





Illinois Life in Florida 


The Illinois Life has entered Florida. 
D. L. Strine of Winterhaven has been 
appointed state manager. He has been 
successful in developing oil and real 
estate holdings in the state. He will 
divide the state into four divisions, each 
of which will be in charge of a com- 
petent manager. Norman W. Blood 
will have charge of the southeastern 
part of the state and Archie L. Robert- 
son the southwestern. Mr. Strine has 
lived in Florida for many years. 

Miami Firm Reorganizes 

Lochridge, Baldwin & Pierce of Mi- 
ami, Fla., have reorganized under the 
name of Lochridge & Baldwin. The 
new firm will represent exclusively the 
Jefferson Standard Life for life insur- 
ance. Both members of the firm have 
had long experience in fife insurance, 
already have a good organization and 
expect to develop a still stronger one. 


Propose Kentucky Tax Increase 


A bill to increase from 2 to 3 per- 
cent the tax on gross premiums of poli- 
cies written in Kentucky by companies 
not incorporated in the state, was in- 
troduced by Representative Dorman. 
The bill was drafted under the super- 
vision of Selden R. Glenn, member of 
the state tax commission, who was one 
of the authors of the famous Green- 
Glenn bill, which back about 1914 caused 
most of the companies to leave the state, 
until it was discarded. 


Incorporate Great National Life 


Articles of incorporation of the Great 
National Life of Dallas, with $100,000 
capital and $36,250 surplus, to write life, 
health and accident insurance, have been 
approved by the Texas attorney gen- 
eral’s department. The incorporators 
are S. J. Hay. Bert J. Jones and W. F. 
Winn, all of Dallas. 





Hold Conference at Biloxi 


President James Lee Loomis of the 
Connecticut Mutual Life, accompanied 
by Vice-President Harold F. Larkin and 
Secretary J. H. Greene, is in Biloxi, 
Miss., attending a conference being held 
with the company’s agents in the south. 
Secretary Harold N. Chandler left Ha- 





and South Carolina and considering re- 


vanna to join the group. 
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NEW TAX BILL UP IN NEVADA 


Measure Before Legislature of That 
State Would Impose Tax of 1% Per- 
cent on Insurance Premiums. 





The Nevada legislature is considering 
a bill which will levy a tax of 1% per- 
cent on gross insurance premiums col- 
lected in that state, less reinsurance and 
refunds. The bill, which is known as 
Senate bill 16, has gone to the third 
reading, it is understood, although some 
insurance men are of the opinion that 
% will not pass. The principal opposi- 
tion in the legislature has been offered 
by casualty and life companies, which 
together do a business of approximately 
$4,000,000 in premiums, while the fire 
insurance business amounts to less than 
$900,000 in a year. 

A portion of the bill reads: 

The controller shall collect for an 
annual license to each underwriters 








ordinary routine of the state govern- 
ment. 


surance than any other 


agency, for each company represented 
in such agency, $25; for filing annual 
company statements, $5; for examining 
the financial condition of any company 
or association organized in this state, 
the just and legitimate expenses of such 
examination, which shall be paid by 
said company.” 

An interesting provision of the bill is 
that which provides that all fines and 
penalties collected shall be paid into the 
state school fund, while all other col- 
lections from insurance companies, ex- 
cept examination expenses, shall be 
placed in the highway maintenance fund. 

Company officials say that recent de- 
falcations by the state treasurer of Ne- 
ada have placed the state in an embar- 
rassing financial condition and_ that 
funds must be raised to carry on the 


Coloradoans Most Heavily Insured 


Colorado residents carry more life in- 
state in the 

















W. L. MOODY, JR. W. L. MOODY, III W. J. SHAW 
President Vice President Secretary 
SHEARN MOODY T. L. CROSS 


Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$466,700,967.00 INSURANCE IN FORCE 


Vice President 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group 
and Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 



































Penn Mutual Expansion 


Practical plans for increasing the membership of our 
General Agencies in every part of our national territory will 
soon be put into operation. Our man-power is to be ex- 
panded numerically. 


Vincent B. Coffin, Director of the Life Insurance 
School of New York University, has been appointed 
Director of Education. This assures to PENN MUTUAL 
Agents an educational system of unexcelled profitableness 
to them. Our man-power is to be expanded educationally. 


In our well-equipped ranks are places for capable and 
industrious men and women. Consult our nearest General 
Agent. Come with us and prosper! 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 

















7 - 7. 7 
The Life Insurance Company of Virginia 
Incerporated 1871 Richmond, Virginie 
Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollare 
OHN G. WALKER BRADFORD H. WALKER 
hairman of the Board President 














Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 


insurance newspaper. 
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SER VICE CO-OPERATION 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


and 


If you are looking for 
an. agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 


St. Paul 


Cc. D. MAC LAREN 
President 


Minnesota 


M. A. NATION 
Vice-President and General Manager 
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Rocky Mountain region, a survey 
cently completed by the University 
Denver school of commerce shows 

Jan. 1 there was $649,834,000 in life in- 
surance in force in the state. In the 15- 
year period from 1912 to 1927 there was 
$789,343,000 of life insurance written. 


The life insurance class of the school 
is planning a detailed study of life in- 
surance statistics of Colorado. They 





also plan to have practical experience 
|as life insurance salesmen before their 
course is completed. 
Fishback Seeks Reelection 

H. O. Fishback, insurance commis- 
sioner of Washington, announced his 
candidacy for reelection. He is serving 
his fourth term of four years having 


been first elected in 1912. He served as 
president of the National Convention of 
Insurance Commissioners four years 
ago. He will make no active campaign 


| but will stand on his record. 





Community Law Upheld 
The California Supreme Court has | 


10, 19°s 


February 


| upheld as constitutional the a it 


to the California community proper 

law, passed in 1923 and providing that 
the surviving wife or husband shall in- 
herit all the community property if the 
other dies without making any will. The 
court also ruled that the section applied 


retroactively to all property owned at 
the time of death, irrespective of the 
time it had been acquired. The com- 


munity property law, prior to 1923, gave 
one-half of the estate to the surviving 
wife or husband, in case there was no 
will, the remaining half going to the 
children. In 1923 the amendment was 
passed giving the surviving spouse right 
to all the community property, in case 
no will had been executed. The Su- 


| preme Court has also rendered decision 
| that the section of the 1923 amendment 


| applying 


to the disposition of com- 
munity property by will is not retroac- 
tive and that the wife or husband can 
not will away one-half the community 
property acquired before the amendment 
was adopted, this right applying only to 
community property acquired after the 








| IN THE ACCIDENT AND ‘HEALTH FIELD» 


1923 amendment became effective. 
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Pres p> Your 1928 Tool Kit 


OUR success in 1928 will be measured by the 
service you have to offer. The tool kit of the 
Ohio National salesman contains: 
1—Monthly income policy issued to rejected risks. 
2—Non-Medical or selective risk applications. 
3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 
4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 
5—Budget premium payment plan. 


The foregoing and all the standard tools furnished by progressive com- 
panies why “It Pays to Tie Up with the Ohio National. 


For information in regard to an agency contract address: 


The Ohio National Life 
Insurance Company 


Appleby Cincinnati, Ohio E. E. Kirkpatrick 
Fel Sup’t of Agents 























YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lIowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 





Write us in confidence to see if our desires and qualifi- 
cations are mutual, 





Address D-33 
Care The National Underwriter 


































COMBINE IN ONE COMPANY 


Three Institutions Merge Their Inter- 
ests, Writing All Classes Under 
a Single Head 


Three companies owned and managed 
by colored people in Chicago are chang- 
ing their basis of operation in order to 
have one company writing life, health 
and accident. The Underwriters Mutual 
qualified the first of the year with the 
Underwriters Mutual Life taking over 
the business of the accident and health 
company of the same name. The Pyra- 
mid Mutual Casualty is being taken over 


by the Pyramid Mutual Life. The Pro- 
tection Mutual Casualty will be taken 
over by the Protective Mutual Life. 


This simplifies operations and cuts down 
the expense. All these companies write 
chiefly weekly payment business among 
colored people. They have paid particu- 
lar attention to accident and health, but 
all of them will stress life insurance 
more in the future. 

The companies writing weekly pay- 
ment business complain very bitterly of 
the extensive operations of the policy 
wheel, a gambling device that is very 
prevalent in the colored district. Through 
this medium colored people are depriv- 
ing themselves of money that should 
go through other channels. The policy 
wheel is increasing in popularity and is 
having an effect on the premium income 
of companies writing in this district. 





Effect of Impairment 


A claim man who has had much ex- 
perience in adjusting noncancellable 
health and accident claims declares that 
underwriters should not approve an ap- 
plication where the applicant has any 


impairment or is in any way a sub- 
standard risk. He finds, for example, 
that a man may have had some ill- 


ness, recovered from it, may have had 
an operation of some kind and gotten 
over it nicely. Yet if another malady 
attacks him he is in less favorable posi- 
tion to overcome it than if he had not 
had his previous illness or operation. 
A previous historv of this kind, this 
adjuster says, is quite sure to embarrass 
the company later on under a_ non- 
cancellable policy. 


National Life & Accident Change 


The 
nounced six promotions. 


National Life & Accident has an- 
Superintendent 


L. B. Yenner, Cleveland No. 1, has been 
promoted to manager at Youngstown. 


The following have been made superin- 
tendents: G. M. Ayers of Corpus Christi; 
Wallace Figard of Baton Rouge, La.: 
B. Taliaferro of Houston No. 1; F. H. 
Land of Chicago No. 1, and W. C. Vinson 
of Albany. 





NEW PLAN IS NOW IN EFFECT 


Continental Assurance Demands Life 
Insurance Taken When a Non- 
cancellable Policy Is Issued 





The Continental Casualty and Conti- 
nental Assurance in adopting new rules 
on noncancellable insurance feel that 


hereafter they will confine the straight 
noncancellable insurance largely to their 
own organization. The Continental Cas- 
ualty writes the noncancellable policy 
with aggregate limits. The Continental 
Casualty will continue to take broker- 
age business on this policy. The Con- 
tinental Assurance writes the straight 
noncancellable policy but will not take 
insurance of this character unless 


any 
the man applies for life insurance at 
the same time. Heretofore it was 


found that men were placing life in- 
surance in other companies and giving 
the Continental Assurance the noncan- 
cellable. Hereafter if an agent of an- 
other company desires a noncancellable 
policy in the Continental Assurance he 
will have to present a life application 
in the Continental. The Continental 
Assurance desires therefore to tie up its 
noncancellable insurance with life in- 
surance. It will not write a policy giv- 
ing benefits of over $250 a month. The 
Continental Casualty on the aggregate 
sum policy puts its maximum benefit at 
$500 a month. 


ALMOST HITS MILLION MARK 





United States Mutual of Chicago Busy 
in Organizing Its Legal Reserve 
Life Company 


The United States Mutual of Chicago. 
which writes health and accident insut- 
ance, Closed the year with $949,000 pre- 
miums. It will pass the $1,000,000 mark 
this year. It is second in amount ®% 
weekly accident and health insurance i 
its home city. The people behind ver 
company are now promoting the Unite 
Insurance Company with $100,000 capi- 
tal to write life insurance. In due time 
the capital will be increased to $200,00" 
and the same company will write acc 
dent and health as well as life. Whe? 
the life company is organized it will take 
over the business of the Mid-Wester® 
Life, now associated with the United 
States Mutual. The Mid-Western Life 
is an assessment company, but its rates 
are based on the old line basis as we 
as its values. The stock is being sold @ 
$10 a share with par $25. The peop* 
directly connected with the compa! 
have taken 60 percent of the stock. The 
United will write industrial as well % 
ordinary business. The United State 
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now fitted out their new quarters at 2721 
South Michigan boulevard in a very 
convenient way. George W. Van Fleet 
js in charge of the ordinary life business 
and is looking after the agency field. 


TWO UNUSUAL RECORDS MADE 


A. Miller of Denver and Ray Bell of 
Kansas City Show What Dili- 
gence Will Do 





Two unusual records for commercial 
accident and health production were 
made by representatives of the Conti- 
nental Casualty last year. A. Miller of 
the Miller-West agency, representatives 
of the company in Denver, through per- 
sonal efforts in accident and health sell- 
ing increased the accident and health 
writings of the agency for 1927 about 
three times over normal. Mr. Miller is 
primarily a casualty man and until last 
year gave little of his time to accident 
and health business. However, he be- 
came interested in pushing this form and 
for the year he wrote 168 applications. 


In 1926 he wrote only seven. The 
agency as a whole for 1927 produced 


— 
322. 

A feature of Mr. Miller’s work is that 
he found the accident and health form 
such a good contact maker and business 
luilder that during 1927 he also wrote 
an unusual volume of business in other 
lines. 

Bell Memorized Form 


Ray Bell, a young member of the 
Lyle Stephenson agency at Kansas 
City, started out to sell accident and 


| created, 


amount of hard work he produced al- 
most nothing. Then he began to sus- 
pect that he did not well know the pol- 
icy he was trying to sell, so he went 
home and memorized it word for word. 
Then he started out again on the same 
hard work basis he had been on before, 
and from Nov. 1 to Dec. 31 he produced 
38 “apps.” Previously, from May 1 to 
Nov. 1, he had produced only 31. He is 
well on his way to becoming one of the 
leading accident and health writers of 
his city, if not the leader. 


Set Claim Association Dates 


Louis L. Graham, president of the 
International Claim Association, an- 
nounces that the annual meeting of that 
organization will be held at Old Point 
Comfort, Va., Sept. 10-12, with head- 
quarters at the Chamberlin-Vanderbilt 
hotel. 


Dixie Life & Accident Progress 


NASHVILLE, TENN., Feb. 8.—Attain- 
ment of a monthly premium income of 
$7,000 by the Dixie Life & Accident, or- 
ganized just about one year ago, was re- 
ported at the first annual meeting. Re- 
ports showed that the $100,000 authorized 
capital, which was just half taken at the 
time the company was organized, had been 
sold, making the Dixie a legal reserve 
company, qualified to write any line of 
insurance. Thus far, only health and 
accident policies have been written, but 
the company will hereafter issue old line 
and general industrial insurance. 

All the old officers and directors were 
| reelected, and in addition Francis J. Mc- 
Carthy, already a director, was made sec- 
ond vice-president, the office being newly 
while R. W. Comer and C. E. 
Colley were added to the board. 








NEWS ABOUT LIFE POLICIES ~ | 








| Policy Literature, Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 


= 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest”’ and ‘‘Little Gem,’’ Published Annually in May and April respectively. 


Supplementing the ‘Unique Manual- 














LAMAR LIFE REDUCES RATES 


Reduction of About $1 Per $1,000 in 
Regular Forms but Disability 
Rates Are Increased 


A reduction of about $1 per $1,000 is 
announced by the Lamar Life. The re- 
duction does not affect the term and 
preferred risk whole life policies. Dis- 
ability rates are increased so that the 
combined life and disability rate are 
higher in some cases than before. Dis- 


ability includes the waiver of premium 
and $10 monthly income. The new rates 
1 

VOW: 









With Disability tegular 


End. 20 20 End. 20 20 
Age Pay Yr Age Pay /Yr. 
Age 85 Life End. 85 Life End. | | 
$ 3 $ 3 3 $ | 
=e 46.15 52.12 56.88 
———e- 48.36 54.09 58.39 
|, 50.74 56.20 60.01 
Dieceus 53.31 58.48 61.77 
D<esce 56.06 60.94 63.69 
Dtseces ees ose cece 
oe 
a 
Se csanne 
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DOLLAR A MONTH POLICY. 
Gem City Life Gives Information Re- | 


garding New Series of Contracts 
It Is Issuing 


The Gem City Life of Dayton, O., is | 


putting out its “Dollar a Month” policy, 
which is stated to be regular legal re- 
serve life insurance with premiums pay- 


able monthly, the policies having regular 


cash, loan and paid-up values. 


Children, ages 1 to 14 years (nearest | 


birthday), will be insured under the 20 
payment life plan and endowment poli- 
cies maturing in 20, 35, 40 and 45 vears 


| for the amounts shown in the following 





New Premium Rates 
With Disability Regular 
End. 20 20 | 
Age Pay Yr. | 
\ge 85 Life End. | 
- 3 3 $ | 
. i 12.68 20.40 40.40 
‘9 2. 12.94 20.67 40.45 
Vv. 2.16 13.22 20.96 40.49 
is. 2. 13.52 21.27 40.54 
iY. 42. 13.84 21.60 40.59 
~4 42.54 14.12 21.95 40.65 
él 42.65 14.45 22.33 40.72 
92 42. 14.80 22.72 40.80 
Sonne 42.88 15.16 23.12 40.88 
“4 43.01 15.54 23.53 40.96 
<9). 43.14 15.94 23.95 41.05 
a 43.30 16.36 24.39 41.13 
cia 43.48 16.82 24.85 41.22 
= 43.65 17.29 25.33 41.31 
~ 7 43.83 17.79 25.83 41.41 
1 44.00 18.31 26.35 41.51 
+ 44.20 18.84 26.88 41.61 
— 44.41 19.40 27.44 41.72 
ss 44.64 20.00 28.02 41.84 
: 44.87 20.63 28.62 41.97 
o- 45.07 21.30 29.27 42.07 
~. 45.41 22.04 29.97 42.25 
4 45.83 22.82 30.69 42.48 
36 46.27 23.63 31.47 42.73 
40 46.75 24.49 32.27 43.01 
oo 47.20 25.40 33.12 43.30 
oo": 47.75 26.38 34.00 43.67 
iced 48.25 27.42 34.93 44.09 
+ dada 48.99 28.53 35.90 44.56 
oC 49.70 29.71 36.94 45.09 
a" 50.48 30.95 38.02 45.68 
>” ad 51.31 32.28 39.21 46.32 
oo: 52.24 33.70 40.46 47.05 
ala 53.23 35.21 41.78 47.26 | 
co" "** 54.31 36.84 43.19 48.75 
55.49 38.55 44.70 49.7 





| tables for each $1 a month premium. 


At ages 6 months to 4 years, the 
amount payable at death increases each 
year until the policy anniversary nearest | 
the insured’s fifth birthday, when the 
policy comes into full benefit. 

Kind of Policy | 

20 20 25 40 45 
Age at Pay re. ir Yr. Yr 
Death Life End. End. End. End 
Dt ntakneen es 96 50 96 110 1% 
Dieertkn and e« 1938 100 192 220 °4n 
rack tit hn wet 290 150 288 331 361 
Es 387 200 384 441 $81 
5andover.. 484 250 480 552 602 

At ages 5 to 14, these policies are in 
full benefit from date of issue for the 
following amounts: 20 pay life, $484: 20 
year endowment $250; 35 year endow- 
ment, $480; 40 year endowment, $552; 45 


year endowment, $602. | 
The following table of amounts of | 
insurance that $1 per month will buy | 
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GENERAL AGENTS 


[f You Are Looking For A PERMANENT Connection 
With A PROGRESSIVE Company 
Write The Home Office For Your Copy 
Of The March Issue Of The SHIELD 


This Publication Will Give You An Idea of The Com- 
pany’s Growth And Accomplishments 
Since Its Organization 


If This Appeals To You, Our General Agency Contract 
For Openings In Ohio, Indiana, Illinois, Kentucky, 
Pennsylvania, West Virginia, Tennessee, Louisiana and 
District of Columbia 


WILL SELL ITSELF 


THE FEDERAL UNION 
LIFE INSURANCE COMPANY 


4 East Ninth Street, Cincinnati 
FRANK M. PETERS, President and General Manager of Agencies 



































THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the bestin ~* 
LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 
Policies backed by one of the very strongest companies in the country, having 
Excepti 


ample capital, surplus and highest standard of reserves. onal opportunity 
is offered to salesmen of character and ability. Communicate at once with 


ton. 




















You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


AGENCY DEPARTMENT, 
! Close co-operation is necessary 


77 Franklin Street, Bos 
Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 


Territory does make a difference 














UNDERSTANDING - APPRECIATION 


The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 
ciation of the Agent’s problems, may mean a barren relationship. 





A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 
—these are things that count. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office Ralph H. Rice, President Kansas City, Mo. 
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Thirty-two Years of Personal Service 
HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 


and Enabled Us to Build 


an O tion of Which 


Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


‘ 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 
WILLIAM J. ALEXANDER 


POSE BARRY DIETZ 
President 


Secretary 








Dela., 


We have cpeting in , Ark., Suk, 
in 


n., N. M., N. C., 


C., + Ga., Ill, Ia., Kans., Md., Mich., 


8. W. Va. and d Wyo. 


Our Aenate Have 


A Wider Field— 





An Increased Opportunity 





Because we have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 


terly premium plan. 

Participating and Non-Participating 
Same Rates for Males and Females. 
Double Indemnity and Total and 
Males and Females alike. 


Policies. 


Permanent Disability features for 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY 


LIFE INSURANCE 


COMPANY of CHICAGO 


B. R. NUESKE, President 





i, tt tt, i, i ai a a aii <a 


tt ee a ca, at, i, a, a, a ae 





) 





ie of <a << ee ee A 


1 EIGHTY-FIVE YEARS 


| 
! 
| LIFE INSURANCE COMPANY 
) 
| 
™ 


<a aA AS Se 


Honorable Dealing with the Public, Through an 
) Agency Force of Selected and Trained Men, has Formed 
) the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 


BOSTON, MASS. 


Ore a Re ee ee 








TWENTY YEARS | 


CONFIDENCE of 
POLICYHOLDERS 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 

“FOURTEEN POINTS” 
A. M. Hopkins, Mgr. of Agencies 

PHILADELPHIA LIFE 


INSURANCE COMPANY 
111 North Broad Street 
PHILADELPHIA, PA. 


AMAZING OPENING 


One of the most solid, pro- 
gressive 7 writing life 
insurance, offers amazing 
tunities for men who are e conhdent 
they possess organizing and 
ing ability. A few of our ro oa 
contracts will go to State Agents 
and General Agents who take on 
territory in Missobri, Iowa, South 
Dakota, Illinois and Minnesota. 
Do not answer this Ad if you can 
not give a guarantee of integrity. 
Recommendations are tive. 
Give a condensed = wi of past 
connections in first letter. If pos- 
sible furnish a recent photograph. 


—— Nebraska. 








will be of interest. The premiums are 
based on the regular annual rates plus 
15 percent divided by 12. 

$1 Per Month Will Buy 


20 20 
End. End. End. End. Pay Yr. 

Ages at85 at65 at60 at55 Life End. 
5.... $768 $696 $602 $552 $484 $250 
16.... 753 680 592 538 477 250 
17... 739 663 852 525 470 250 
18.... 723 646 572 611 463 250 
19. 708 630 561 497 455 249 
20.... 693 614 552 482 448 249 
21. 678 598 535 466 441 249 
22. 662 583 519 449 433 249 
23.... 646 567 502 433 426 248 
24.... 631 551 486 417 418 248 
25 - 615 535 469 400 411 247 
26 600 519 452 383 403 247 
27 - 584 503 436 367 396 246 
28 - 568 487 419 351 389 246 
29 - 553 471 403 335 381 245 
30 - 538 454 387 318 374 245 
31 - 522 438 371 302 366 244 
32 - 507 422 355 286 359 243 
33 - 492 406 339 271 351 243 
34 477 390 324 256 344 242 
35 - 462 374 308 241 336 241 
36 - 447 358 293 eee 329 240 
37 - 432 342 278 321 238 
38 417 327 263 314 237 
39 - 403 311 248 306 236 
40 - 389 296 234 299 234 
4l..ce 8396 281 eee 291 232 
42.... 361 266 284 230 
43.... 347 252 276 228 
44. 333 237 269 226 
45. 320 223 261 223 
46.... 307 eee 254 220 
47. 295 246 217 
48. 282 239 214 
49..0c0 Bel 231 210 
50.... 258 224 206 
51 246 217 202 
62.... 235 209 198 
53 224 202 193 
54 213 195 188 
55 203 188 183 
56 193 182 177 
57 184 176 172 
58 174 169 166 
esace Bae 163 160 
60.... 157 156 154 
The advantage of the plan is in the 


collection of premiums, which may be 
mailed in each month in the form of 
currency. Only those which are not sent 
in by mail need to be collected person- 
ally by the agent. Whole families are 
insured under this plan. Agents are paid 
the regular commission except that pay- 
ment is deferred until the monthly pay- 
ments are made, the general agent in 
the meantime financing the agent to a 
certain extent. Only the better class of 
wage-earners are solicited. 


SHENANDOAH HAS NEW FORMS 


Two New Paid-Up Life Forms Issued 
—Extensions Made in Juvenile 
Policies 


The Shenandoah Life of Roanoke, 
Va., announces two new life forms for 
the new year. These forms require pre- 
mium payments to ages 60 and 65 re- 
spectively, at which time the policy be- 
comes paid up. 

Juvenile forms have been extended up 
to age 14 and regular policy plans may 
now be written as low as age 10. This 
overlapping of juvenile and regular 
forms allows the parent to pick out the 
policy best suited to the needs of his 
child. Regular forms may be taken 
which will give the child the benefit of 
a smaller premium during later years 
when he becomes the owner of the pol- 
icy. Juvenile forms provide funds for 
education and other specific purposes. 
They may now be issued to mature at 
any age from 16 to 21. The rates on 
the regular 20-year endowment from 10 


to 14 are: Age 10, 40, 17: 11, 40, 23; 
12, 40, 29; 13. 40, 35; 14, 40, 40. The 
Rates per $1,000 
—Paid-up— —Juvenile— Ord. 20 
20 Life Pay 
Age Age 20 Year End. End 
Age 60 65 Pay. End. 85 85 
10.. $12.51 $12.24 $19. 20 988.17 $11. z $19.47 
11.. 12.75 12.46 19.60 40.23 11.94 19.71 
12.. 13.00 12.69 19.95 40.29 12:18 19.97 
13.. 13.27 12.94 20.30 40.35 12.36 20.23 
14.. 13.54 13.19 20.57 40.40 12.59 20.51 
15.. 13.84 13.46 ° ease coee e8ee 
16.. 14.15 13.74 
17.. 14.48 14.04 
18.. 14.82 14.35 
19.. 15.19 14.68 
20.. 15.58 15.03 
21.. 16.01 15.41 
22.. 16.46 15.92 
23.. 16.95 16.25 
24.. 17.46 16.70 
25.. 18.01 17.18 
26. 18.60 17.70 
27. 19.23 18.24 









—Paid-up— —Juvenile— Ord. 20 
20 Life 


Age Age 20 Year End. End. 
Age 60 65 Pay. End. 85 85 
$8.. 19.90 18.82 ..22 ceoe cove sees 
29.. 20.61 19.43 
30... 21.38 20.09 
1.. 22.21 20.79 
32.. 23.11 21.54 
33. 24.07 22.34 
34.. 25.11 23.19 
35.. 26.24 24.10 
36.. 27.48 25.09 
37.. 28.82 26.15 
38.. 30.29 27.29 
39.. 31.90 28.52 
40 ~~ 29.85 
41. 31.34 
42 32.97 
43 34.73 
44. GMS sae ; 
PROTECTIVE LIFE’S CHANGES 





Company Has Exceptional Number of 
Ordinary Life Forms in Its 
New Rate Book 





Since the recent merger of the Ala- 
hbama National Life and the Protective 
Life, a new rate book has been pub- 
lished. A definite line has been drawn 
between the common and the preferred 
classes of risks whereby those of the 
better class may profit if they so desire. 
The old ordinary and 20 payment life 
have been supplanted by endowment at 
85 forms for those who are not in the 
preferred risk class. This applies to 
both participating and non-participating 
insurance. 

Seldom is a company found with s 
many ordinary life forms as are con- 
tained in this new rate book; for in- 
stance, the ordinary life endowment 85 
(par.) ordinary life endowment 85 
(non-par.) ordinary life thrift, ordinary 
life preferred (par.) and ordinary life 
preferred (non-par.) beside the usual 
array of ordinary life monthly income, 
joint life and single premium forms. 

There has been very little change in 
premiums, the principal changes being 
the endowment at 85 and participating 
preferred policies, the new rates for 
which are shown below. 

Premium Rates per $1,000 
Participating —Non-Par.- 
20 «=Prefer'd Risk 20 

End. Pay. 20 
Age End. Ord. Pay. 
om 85 85 Life Life 85 8! 








0 ar Hey 94 ry 02 ty +4 $12.93 $20.51 
° 25.94 2 19 12.93 
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Equitable Life of Iowa 
The year 1928 will be the fourth 
that the Equitable Life of Iowa 
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maintained the same schedule of 
dends. Since 1926 two actual scales have 
been in operation. 

One scale is on the old basis whereby 
extra dividends are paid 
The other takes these extra amounts 
into consideration in the annual distri- 
bution. This latter method is applied to 
issues of 1925 and later and wil! work 
out the same in the long run as if extra 
dividends were paid. 


National Guardian Life 


An extra dividend, payable from Apr. 


1, 1928, to Apr. 1, 1929, on all policies 
having their sixth anniversary during 
that period, has been declared by the 


directors of the National Guardian Life. 

This extra dividend will be 50 percent 
of the regular dividend payable during 
the sixth year of such policies, accord- 
ing to the company's present dividend 
scale. 

The declaration is in keeping with the 
practice of the company established 


some years ago and in addition, the non- | age 


divi- | par 


business acquired during 10 years 
| has been made participating. 
The company ended the year just 


periodically. | 
| in 1927 


| within seven years. 


closed with more than $38,000,000 of in- 
surance in force. The mortality record 
showed only 32 percent of ex- 
pected 


Gem City Life 


The Gem City Life has issued an “Keo- 


nomic” whole life policy for preferred 
male risks only. The policy provides for 
full insurance until age 61, when the 
amount is reduced 5 percent each until 
age 75. The insurance then remains 25 
percent of the original amount until 


maturity. Premiums cease at age 70 
Rate at age 25 is $16.28; age 35, $20.28; 
age 45, $27.88, per $1,000, New term 
rates have been issued. The five- 
year term non-renewable, which is con- 
vertible within four years of date of 
issue, has a rate at age 25, $1.94; age 
$12.54. The ten-year 
is convertible 

Rate, age 25, $8.12; 
35, $9.38; age 45, $13.70. 


also 


35, $8.95: 
non-renewable 


age 45, 
term 
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LIMITATION VITAL QUESTION 


Large Industrial Policies Unjust to Both 
Insured and Agent—Should Sell 
Ordinary Instead 





In the past six years the income of 
the average industrial agent has perhaps 
doubled. Prudential and Metropolitan 
men average as high as $60 per week, 


| 
| 
| 


1 


the lapse comes they are unable to make 
it up and become discouraged and quit. 
A well known industrial manager says 


} that no policy over $500 ought, under 


any circumstances, to be written on the 
industrial plan. Aside from the fact 
that it will prove to be a bad thing for 
the agent, it is unfair to the policyhold- 
ers not to write ordinary in amounts of 
over $500. The argument that times 
are good, that wages are high, and that 
if one’s Own company does not write 


due perhaps to the larger amount of | the higher industrial premiums another 


ordinary . business written, but even in 
the other industrial companies the av- 
erage is perhaps $40 per week, with of 
course many drawing much higher in- 


comes. These figures do not apply to 


| 


company will get the business, is not a 
sound one. If it is bad business, no com- 
panv should want it. The policyholder 
will be better satisfied with his company 
in the long run if it realizes the true 


the new agent who enters the business | limitations of the industrial business and 


and remains in it only a few weeks. 
Most industrial agents are still writing 

far too little ordinary. In some com- 

panies that write both ordinary and in- 


| 


dustrial the average ordinary writing is | 


perhaps $30,000 a year, with in some | 
companies as low as $20,000 a year. 


This seems a small amount, but when it 


is considered that there are many $1,000 | 


policies, it means a number of individual 


cases, 


nary 
Should Be Limited 


Perhaps the most live question today 


is the proper limitation of industrial | ,,, 


Industrial 
mistake 


true field. 
make a big 


business to its 
agents certainly 
when they write big industrial prem- 
iums, There are agents who figure 
there is more money in writing a big 
industrial policy than a small ordinary 
one, and will write as high as $1 a week 
on the industrial plan and some families 
have as high as $4 or $5 a week indus- 
trial premiums. This means several 
hundred dollars a year. This 
ought to go into ordinary business be- 
cause it is an injustice to the family to 
pay such large premiums on the indus- 
trial plan. Some companies have already 
realized this and have cut down the 
limit on which they will write industrial. 


| 


| 
' 








| 
! 
| 
| 


money | 


| 


in amounts of $500 or over it writes all 
this business on the ordinary plan. 


CONSERVATIVE LIFE NEWS 


Leaders for the Year in Various Fea- 
tures Have Been Announced 
By the Company 


Joint Results: Superintendent 
Bobrowski, Gary No. 2: Agent 
Martin, South Bend No. 2 
Net Placed Ordinary: Superintendent 
-o. W. Rathwick, Scuth Bend No, 1: 
Agent Joseph Martin, South Bend No. 2 


Ordinary Increase: Superintendent 


Wm. 
Joseph 


Wm. Bobrowski, Gary No. 2; Agent 
Joseph Martin, South Bend No. 2 
Monthly Increase: Superintendent 
Wm. Bobrowski, Gary No 2; Agent 
Joseph Martin, South Bend No. 2. 
Collection Percent: Superintendent 
Wm. Bobrowski, Gary No. 2: Agents 
Joseph Martin, South Bend No. 2: E. O 
Todd, Gary No. 2 and Daniel Jadron, 


Gary No. 2 tied. 

Arrears Percent: Superintendent Wm 
Bobrowski, Gary No. 2: Agents Louis 
Balogh, South Bend No. 1; Joseph 
Martin, South Bend No. 2; E. L. Gyur- 
icza, Gary No. 1: Daniel Jadron, 
No. 2; Alex Czajkowski, Indiana Har- 
bor and Geo. L. Moore, Hammond No. 2, 


One well known company will now write tied. 


7 


no more than $500 on any industrial pol- 
icy, while it used to write as high as 


¥2,000. The limit with the better com- 
anies is $1,000 or less. 

Lapse on Big Payments 
_ The agent makes a mistake in think- 
ing that he makes more out of a $1 in- 


dustrial policy than out of a $50 ordi- 
nary premium. He looks at the 15 or 
“0 times of the weekly premium and 
thinks how it will swell 
Well as his income. 
a is almost certainly a lapse on 
‘hese big industrial premiums which 
‘ave to be made up later by smaller 
ones. The ‘big industrial premium, in- 


| 
| 


| 


his debit, as | 
He does not realize | pany Jan. 1, 





| 


Sten o . . 
tead of being a help, is actually- the | 
Cause of many industrial agents being | salary and commission amounting to 


forced out of the business, because when ! $11,988. Mr. 





The Conservative Life shows a gain 
in the amount of business placed and 
revived for 1927 of 20.96 percent over 


the same figures in 1926, while the can- 
cellations of policies from all causes, to- 
gether with matured endowments, etc., 
amounted to 10.89 percent. The gain in 
insurance in force for the year amounted 
to over 43 percent over the increase 
made in 1926. Insurance in force as for 
Dec. 31, 1927, was $24,203,073.43, or a 
gain of 11 percent. 

Agent Louis Balogh of the South Bend 
No. 1 district, who started with the com- 
1914, he being the oldest 
agent in point of service, has made a 
very enviable record during his 14 
years, either being a leader or runner- 
up in all branches of the business dur- 
ing that entire time. This is the in- 
dustrial agent who in one year drew 
invested his 


Balogh has 
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HOME OFFICE 
F. & M. BANK BUILDING 


| Jj. L. Mistrot 
President 








| 
| Southern 


| FORT WORTH, TEXAS 


Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 


Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 


choice territory to Agents of 
ability. 


Our records show that policies 
have been issued on 79% of 
the applications within three 
days after reaching the home 
office. 


Union Life 


Tom Poynor 
Vice-President 

















Gary | 








AMERICAN LIFE 
INSURANCE CO. 








OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 


Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








MORTON BIGGER 
Secretary 


Cc. W. SIMPSON 
Medical Director 





BERT H. ZAHNER 
Chicago Manager 


A. C. BIGGER 
President 


MERLIN OATES 
Actuary 








ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 





A progressive up-to-date company with a program of 
growth. 
All Texas is our field. 


expansion and 








“The Fast Growing Company of the Southwest” 
San Antonio, Texas 
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money in South Bend real estate, which 
has rapidly grown in value, and is con- 
servatively estimated as being worth 
about $100,000. 

During the last two or three years 
he has not exerted himself, being con- 
tent to earn from $400 to $600 a month. 
In September, 1927, he was goaded into 
making a bet of $50 with Vice-Presi- 
dent Burkart that he would have better 
than $100 industrial increase with better 
than $100,000 placed ordinary for the 
year. At that particular time his in- 
dustrial increase amounted to $34.99, 
while his ordinary amounted to but 
$25,000. He increased this by the end 
of the quarter to $84.32 industrial in- 
crease and $56,000 placed ordinary. Dur- 
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ordinary for 1928. Then he made an- 
other bet of $25 that he would, during 
a ten-day period, break the biggest in- 


| dustrial record that the company had 


| ber being 6 


ing the last quarter he finished the year 


industrial with $102,000 
immediately bet 
would have $125 


with $102.59 
Placed ordinary. He 
Mr. Burkart $50 that he 


industrial increase with $150,000 placed | 


ever had for one agent for ten days, 
namely $39.48, the date to be named 
later. 

The Conservative Life closed the year 
with 100 percent of collections, 8 per- 
cent gross arrears and 51 percent ad- 
vance payment on a debit of approxi- 
mately $18,500. Incidentally, this was 
the highest percent of arrears that the 
company had had at any time during the 
year, the arrears at the end of Novem- 
percent and the advance 
payments 55 percent. 

The company has announced the an- 
nual mid-summer convention to be held 
at the home office in South Bend, June 
25-26. Claris Adams, secretary Ameri- 
ean Life Convention, has promised to 
be one of the speakers. 





NEWS OF LOCAL “ASSOCIATIONS ~ 














PLANS FOR SALES CONGRESS 


Boston Asociation Announces Program 
for March 23—J. A. Stephenson, R. 
G. Englesman Among Speakers 


BOSTON, Jan. 9.—With a live wire 
committee headed by William Hewitt, 
Boston manager of the Equitable, the 
Boston association is building up a pro- 
gram for the 1928 New England Sales 
Congress, to be held on Mar. 23, which 
it is believed, will surpass any gathering 
of the kind ever held in this section. 
The slogan for the meeting is “Making 
the small ones big, and the big ones 
bigger,” and this will be worked out to 
apply not only to the agents themselves, 
but to the policyholders and prospective 
buyers of life insurance. 

The program thus far arranged will 
include addresses by Rabbi Harry Levi, 
of the Temple Israel, Boston, Dr. John 
A. Stephenson of the Equitable Life of 
New York, Ralph G. Englesman, gen- 
eral agent of the Penn Mutual, in New 
York; Clarence T. Hubbard of the 
Aetna group, and Charles C. Gilman of 
Boston. Rabbi Levi is one of the best 
known speakers of this section of the 
country, having made a great reputation 
for himself in his radio talks. He will 
speak on “Death Insurance vs. Life In- 
surance.” Mr. Englesman will make a 
selling talk, to be followed by a “Ques- 
tion Box” in which he will answer ques- 
tions from the floor. Mr. Hubbard will 
be the only eritertainer at the luncheon. 
Anyone who has seen him perform 
knows that he is very good. Charles 
Gilman will speak on “Why the Asso- 
ciation.” Dr. Stephenson's topic will be 
announced later. 

Chairman Hewitt of the committee 
feels that there will be at least 1,000 at 
the conference, and he is working over- 
time to see to it that everything runs 


off smoothly. 
* * * 


for the present, due to lack of interest 
displayed by general agents, managers 
and agents. The committee appointed 
at the meeting addressed by Roger B. 
Hull, managing director of the National 
association, has reached the conclusion 
that the Milwaukee underwriters do 
not care for an association. It was re- 
ported also in the committee's opinion 
that no one who has addressed the Mil- 
waukee underwriters yet has been able 
to sell the idea of a need for an associa- 
tion of life underwriters. I. H, Offner, 
general agent for Massachusetts Mutual 
Life, was chairman of the committee. 
Other members were Frank E. Pettric, 
National Life of Vermont; Gifford T. 
Vermillion, Mutual Life of New York; 
Victor L. Stamm, Northwestern Mutual 
Life; Albert E. Mielenz, Aetna Life; E 
R. Gettings, National Guardian Life, and 
Hillis C. Rhyan, Guardian Life. 
* * * 

Erie, Pa.—Robert J. Williams, 
tional director of the Union 
Life, was the speaker at the 
meeting of the Erie association. 
cussed life insurances from the 


educa- 
Central 
dinner 
He dis- 
buyers’ 


standpoint, giving an interesting and in- 
structive address. 





SEEKING 500 NEW MEMBERS 


New York Association to Open Unique 
Drive for Record 





Increase 
NEW YORK, Feb. 9.—Fred P. Mc- 
Kenzie, secretary of the New York as- 


has completed his plans for a 
unique membership campaign to be 
staged this month and to strive for a 
goal of at least 500 new members. It 
is the ambition of the New York asso- 
ciation to acquire as many new mem- 
bers during this drive as the largest 
association elsewhere in the country now 
has for a total membership. The cam- 
paign will be unique in that it will be a 
concentrated four-day drive, member- 
ship activities to be waived the balance 
of the year. On the four days of Febru- 
ary 14-17, every member of the associa- 
tion will be active in the campaign for 
new members. Luncheons will be held 
on each of these days at the Old Col- 
ony Club, Preliminary plans are being 
cared for by an advisory committee, 
and a general agents committee. The 
present membership of the association 
is 1,800 and this drive will put it well 
over 2,000 possibly approaching the 
2,500 mark, 


sociation, 


* *k x 

Olean, N. —Members of the Olean 
and Bradford associations held a joint 
dinner here, hearing addresses by ©. L. 
Bockmier, vice-president of the Olean 
Trust Company; M. M. Holmes, presi- 
dent of the Exchange National Bank, 
and Charles F. Pierce, general agent 
of the Phoenix Mutual in Buffalo. 

Mr. Bockmier explained the functions 
which banks are prepared to perform in 
the creation of insurance trusts. Mr. 
Holmes in his address praised insurance 
men for the public service they are per- 
forming, saying many men will not save 
in any way except through insurance. 
Mr. Pierce told of the benefits to be de- 
rived from maintaining active under- 


| writers associations. 
Milwaukee—The movement to reorgan- | 
ize the Milwaukee association has failed | 


1 or 
| College of 


| agent for the 


| ducers’ 


ie Ss 
San Franciseo.—The “leading pro- 
dinner,” sponsored by the San 
Francisco association, will be held Feb. 
23, according to Clark A. Moore, chair- 
man in charge of arrangements and 
first vice-president of the organization. 
The principal speaker of evening will 
be Tully C. Knoles, president of the 
the Pacific. Special enter- 
tainment features have Teen provided 
and it is expected that with a single 
exception every life office in San Fran- 
will be represented. 
* * * 

Neb.—H. W. Noble, general 
New England Mutual Life, 
told the Lincoln association at its Feb- 
ruary meeting that business in the state 
is good, and that prospects are that it 
will be better. He believes a greater 
volume of business will be written this 
year than last. He gave the improved 
condition of the automobile business and 
the marketing of new models credit for 
stimulating business. One factor in the 
improvement is that the net cost is be- 
coming lower through increases in divi- 
dends. 

Much 


cisco 


Lincoln, 


interest was manifested in a 





round table discussion on “Closing the 
Sale,” led by Messrs. Douglas and Ohl- 
heiser, and participated in by Messrs. 
Dillman, Gray, Wilson, Hyde, Humphries, 
Dunaway, Dobbs, Loughridge and 
Fraser. This is the first of a feature 
program of practical interest, and 
brought out double the usual attendance. 


The consensus was that in trying to 
close sales agents talk too much and 
defeat their own purpose. 


PROPOSED LEGISLATION 
CHANGES BY NEW YORK 


(CONTINUED FROM PAGE 4) 

on the single premium plan paid for dur- 
ing the year, 6 percent of the premiums. 

‘(c) On new annuities other than 
single premium annuities, 35 percent of 
the first year’s premiums (including ex- 
tra or additional premiums) received 
during the year. 

“(d) On all new insurance (other than 
term insurance for less than one year) 
issued and paid for during the year, one 
dollar for each $1,000 of such insurance 
and an additional one dollar for each 
$1,000 of such insurance in force at the 
end of the year. 

“For the purpose of computing the 
first year expense limit, whole lite or 
endowment insurance preceded by term 
insurance and converted as of attained 
age, shall be considered as new insur- 
ance; and when the premium on insur- 
ance (other than term insurance) issued 
at a rate less than that necessary for 
inclusion in (1) above, is increased to 
or above that limit, the increase shall 
be considered as a first year’s premium, 
the new gross annual premium shall be 
included in (1) above and the amount 
of the original gross annual premium 
shall be deducted from the premiums 
in (2) above. Provided however that 
any such corporation may make or in- 
cur first year expenses exceeding the 
first year expense limit as herein defined 
by an amount not greater than the fol- 
lowing percentages of its first year ex- 
pense limit for the preceding calendar 
year, to wit; having at the end of such 
year $5,000,000 or less of premium pay- 
ing insurance in force, 50 percent, which 
percentage shall decrease by 2 percent 
for each $1,000,000 of insurance in force 
over and above $5,000,000. Provided 
further that no such corporation shall 
incur for (a), (b), and (c) of first year 
expenses, a total amount in excess otf 
the sum of (a), (b), (c), and 50 percent 
of (d), of the first year expense limit; 
and no such corporation shall pay a 
first year’s commission on any policy 
in excess of 55 percent of the prem- 
ium.” 

The proposed law then proceeds to 
analyze expense loadings on renewal 
premiums, which may now be calculated 
according to the American Men ultimate 


table of mortality. No change is made 
in the subdivision which deals with 
bonuses and prizes. 
Limit on Renewals 
As for renewal commissions, it is pro- 


vided that “no company shall pay in 
excess of the percentages in the tollow- 
ing schedule, to wit: 5 percent of the 
premium annually for 14 years after the 
first year of insurance in the case of any 
endowment policy provided for less than 
20 annual premiums and 7.5 percent of 
the premium annually for the first 9 
years after the first year of insurance 
and 5 percent of the premium annually 
for the next ensuing 5 years in the case 
of other forms of policies; provided that 
an amount found, by a calculation ap- 
proved by the superintendent of insur- 
ance and based upon mortality and 
lapsed rates and an interest rate of not 
lower than 4 percent per annum, to be 
equivalent to the maximum renewal 
commission schedule after deducting not 
less than 1.5 percent of the premium an- 
nually, may be distributed through three 
or more years, or through a period ex- 
ceeding 14 years, but not more than two- 
fifths of such amount shall be payable 
for any one year; provided further that 
in any agency subject to the supervision 
of a local salaried representative the re- 
newal commissions payable for 14 years 





to agents of such agency shall not in 
the case of any policy exceed two-thirds 
of the percentages in the maximum re- 
newal commission schedule, subject to 
the calculation as aforesaid without 
however the deduction provided for 
above; provided further that on any 
policy issued after the year 1928, a fee 
not exceeding 2 percent may be paid 
for the collection of premiums which 
shall be received for any year after the 
15th year of insurance; and provided 
also that any such corporation may con- 
dition the allowance or payment in whole 
or in part of any of the renewal com- 
missions allowed to be paid as aforesaid 
upon the efficiency of service of the 
agent receiving the same or upon the 
amount and quality of the business re- 
newed under his supervision. If any 
such corporation shall compensate its 
agents or any of them after the first in- 
surance year in whole or in part upon 
any other plan than commissions the 
aggregate sum so paid shall in no year 
exceed the limitation ‘herein imposed 
and the schedule and plan of such com- 
pensation shall be submitted to and ap- 
proved by the superintendent of in- 
surance.” 
Several Other Changes 


There are some additional minor 
changes and rearrangements of para- 
graphs in section 97. Section 84 is also 
revised to include the optional use of 
the American Men ultimate table of 
mortality or, on industrial business, the 
standard industrial mortality table or 
substandard industrial mortality table. 
Section 85 is also revised to include the 
American Men table. Section 96 and 
96a are combined into a new section 96 
which is slightly amended and lists the 
limitation of new business on a prorata 
basis with the provision that the super- 
intendent of insurance may waive the 
restriction, if the acquisition cost rules 
have been complied with and it is 
deemed advisable. Section 88 has an ad- 
dition which permits the use of the 
American experience table instead of the 
table used in computing the policy re- 
serve in figuring nonforfeiture values. 
Section 84 and 101a are revised to spe- 
cify the use of Cammack’s group an- 
nuity table of mortality in group an- 
nuities. 


PIERCE AGENCY’S RECORD 


Connecticut General Life Agency at 
Philadelphia Is Giving a Good 
Account of Its Stewardship 


Fifteen years ago when F. G. Pierce 
took over the management of the Con- 
necticut General Life’s Philadelphia 
office there was only $1,500,000 insur- 
ance in force. On Dec. 31, 1927, Pierce 
Agency records showed nearly $40,000,- 
000, In the group field the Philadelphia 
agency has over 75 group life and dis- 
ability and 34 employes cases in force. 
The agency has also done a good deal 
with salary savings insyrance and has 
nlany cases in force. 

Sixteen of Mr. Pierce’s men _ have 
written at least one life policy and in 
some cases at least one accident policy 
a week for from one to seven years. 
T. H. Jackson of Philadelphia heads the 
list, having been on life and accident 
weekly production over seven years. H. 
R. Sullivan and H. Kemp of Philadel- 
phia and M. G. Vincent of West Ches- 
ter have been on weekly production 
over six years. H. V. Lindsay of Phil- 
adelphia has a continuous production 
record of five years. T. L. Shaffer ot 
Philadelphia, S. E. Moore of Harris- 
burg, the McClure Brothers of Quarry- 
ville and A. T. Whitaker of Ardmore 
each have four-year records. For three 
vears G. C. Yates of Philadelphia has 
—- a weekly producer; for two years. 

. W. McCandless and A. D. Case, both 
a Philadelphia. Mrs. J. K. Baldwin ot 
Harrisburg and D. C. Wartow and 
Y. Hare of Philadelphia are listed 
among the weekly producers for the 
first time. 
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Nic Mensaee Tells the Best Methods Used 
In Building a “Contact Machine” Which 
Will od the Greatest Number of Leads | 


PEAKING before the monthly meet- 
S ing of the Philadelphia Association 

of Life Underwriters on “Getting 
the Interview,” John C. McNamara, New 
York manager for the Guardian Life, 
stressed this as the most important phase 
of life insurance work, even the inter- 
view details being secondary to the mat- 
ter of securing the opportunity of mak- 
ing the approach. Mr. McNamara said 
ir part: 

“Most speakers are always telling how 
they write some especially big case. And 
most all of our educational effort is on 
‘what to say.’ I don’t 
its importance—but I do feel if I could 
talk individually with every man in this 
room, who is writing $500,000 down 
that the great big percentage on 
thoughtful analysis would conclude with 
me that their biggest difficulty was fail- 
ure to follow any set method that would 
constantly put them in front of people 
whom they were best adapted to handle, 
who had reasonable purchasing power, 
ambition and dependents, under favor- 





underestimate | 


In other words, I 
lack what we have 
‘contact machine.’ 


able circumstances. 
think most men 
chosen to call a 


Very Few Methods 


might call them different names or, Natural contact; reference; leads, direct, 
subdivide them into more = divisions,| by mail, advertising, telephone; situa- 
tion, rating reports, banks, newspaper 
irticles, house organ; cold canvass; end 

less chain, from all above 
“The first subdivision we named in 
} Initiating was natural contact, the most 
Valuable asset any of us can have, and 
me of the most misused and abused. 


m’t realize the extent of 
natural contact, so compile what 


Probably vou de 
your 








to Begin Negotiations Wwe call a ‘master list,’ which would in- 
clude the names of every one you know, 
“I wonder if you have ever started at | Afterwards you can cross out the inel- 
the very beginning and thought that to gibles (financial, physical, etc.) but in 
date, the sum total of all experience in crossing them out, by association of 
life insurance has developed only a cer- ideas, other good names _ will come. 
tain number of ways to begin life in- \nd men, you will have to work hard 
surance negotiations—just that many on that list, eXNausting every interest in 
}and no more. And that unless we can | ite you have, before he can truly say 
be sufficiently intelligent and resource- gs pg tae the number of people | 
ful in this business to keep legitimately | know, and all the information I know 
busy on some combination of these var- | seer + gg hi 
DUS) - inally when you think you are 
ious means, we are not going to be busy | : agi 
> , through—(because you never are)—how 
and therefore we will only be partly many are there, 300? That is very low, 
paid. ] , ; ; ; but if no better, that is at least two calls 
“Now in discussing this subject I am daily on people you know and know 
going to talk to you just as though you | considerable about for a six months 
were in our own outfit, because in cross- | period, and of course they are territori- 
section, I don’t think your situations JOHN ©. MeNAMARA ally arranged. 
would vary greatly. What are these “Next let us come to referencing. On 
ways of initiating, which are funda-| without quarrel with us, but in essence | this master list every man with some 
mental? How many are there? You! we work on the base that they are six: I little variations not only knows as many 





Get the success thrill! 


success. 





Fe eur- 
us $200,000 
which will mmme- 
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WANT A 


Thrill? 


, owe. join the Citizens National—now, when the 
company is new—and work with us to success. 


There is real satisfaction in belong- 
ing to an organization that has its 
future ahead of it! 
that your cooperative efforts are 
valued and appreciated! 


And there is a real thrill coming to 
you when each 
back and realize that it has been 
another of increased profit and 


If you are at present unaffiliated 
with any other life insurance organ- 
ization why not write us for the 
whole story? 


And knowing 


month you look 





NATIONAL LIFE INSURANCE CO. East St.Louis ILL. 
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President 


cagacs KABURECE 
Sec. and Gen. Mer. 





T 


Add to Your Profits from 
Fire and Casualty by Taking 
on a Splendid Life Line 


HE Largest Mixed Insurance Company in the 

World recently Established a Life Department. 
There is a Pronounced Trend in that Direction. 
Agencies are adding Life to Fire, Casualty, Surety, 
etc. You, too, may Enlarge your Profits without 
Increasing Fixed Costs. 

The most Satisfactory Life Contract Available 
is that of the Columbus Mutual —the Company 
which 20 years ago Eliminated Middlemen and 
Diverted the Huge Expense of their Maintenance 
into Savings for Policyholders and Agents. Its 
System makes possible Low Cost Insurance, Gen- 
erous Commissions, and VESTED Renewals. There 
are No Restrictions in Territory. Each Contract is 
a Direct Home Office Contract—no Intermediates 
between. The Agency that Produces gets ALL the 
Commissions. 

Send today for this Distinctive and highly suc- 
cessful Company’s Proposition. Write your Name 
and Address on the Margin of this Advertisement 
and Forward. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 


C. W. Brandon, Pres. Columbus, Ohio 
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CALIFORNIA 












Coates & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates 
Carl E. Herfurth 


354 Pine St. 
* San Francisco 
. 









ILLINOIS 













ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone 7296 
CHICAGO, ILL. 


OKLAHOMA 


sf J. COS 


UNSELOR 
CONSIILTING ACTUARY 
Premiums, ~ eserves, Surrender 
Values, etc., _ aiculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pe d Law of Insurance a 
Speciaity. 

Col 


cord Bldg. OKLAHOMA CITY 





































HEY R, CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 


















A. GLOVER & CO. 
° Consulting Actuaries 
29 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 








INDIANA 











HAH, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 





Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 































ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 


OPPORTUNITIES 





















IOWA 













L. MARSHALL 
® CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








MISSOURI 










OHN E. HIGDON 


ACTUARY 
224 Argyle Bldg., Kansas City, Mo. 


AGENCY WANTED 


By a man of energy and unusual 
ability with an established rec- 
ord in agency building. Excel- 
lent qualifications and quite 
successful in present location. 
Desires larger opportunity 
preferably in Chicago, Detroit 
or Cleveland. Only old Eastern 
Type company considered. Ad- 
dress D-50 care The National 
Underwriter. 















NEW YORK 














Mi M. Dawson & Son! 


CONSULTING 
ACTUARIES 


a W. Mth St. New York City 

















oodward, Fondiller and Ryan 
Consulting Actuaries 

Actuarial Service in all branches of In- 

surance and for Pensi ‘Examina- 

tions and | Aoraiealo—-tatistion! Service and 

Installations — Companies and aeons 
managed “ender contract—Office Systems and 

Reorganizations — Insurance Accounting end 


Auditing. 
75 Fulton Street 





New York 









































A REAL CHANCE 


A good, young Middle Western Com- 
pany is carrying on an expansion pro- 
gram and is desirous of making con- 
tracts on a liberal basis with good men 
in the following cities: Dubuque, 
Iowa; Sioux City, lowa; Omaha, Ne- 
braska; Burlington, Towa; Keokuk, 
Iowa, and Clinton, Iowa. 

We can also use a good producer at 
Davenport, Iowa. 

We want the kind of men who do not 
think they are too big to use a rate- 
book, but who have some organiza- 
tion ‘ability and are willing to build 
on a basis where they can live while 
building. Good cooperation. All pos- 
sible helps and a chance to work with 
a company officered by men who 
know a field man’s problems. Confi- 
dential. Tell us all about yourself in 
first letter. 

Address D-39, care The National 
Underwriter. 





people as you do but knows just as much 
about as many people as you do. And 
on that list there are ten men for whom 
you would do most anything—and 
judge first in that way the fellows you 
want to do your pre-inspecting for you. 


Regularity in Mailing 
and Patience Necessary 


“Third in initiating we placed leads, 
however generated, direct-by-mail, tele- 
phone, or advertising, but time is lim- 
ited, so we will discuss only direct- 
by-mail. We use various letters on 
which we average anywhere from one- 
half of 1 percent to 8 percent replies, in 
general the lesser the ratio of answers 
the better the class of leads and we most 
distinctly believe that as low a ratio of 
one-half of 1 percent can be handled 
profitably. Regularity in mailing and 
patience over a length. of time is neces- 
sary, but you can take it from our ex- 
perience that an average expense of $12 
to $14 weekly (approximately the first 
commission on $1,000 ordinary life) will 
provide you with an average of one, 
good lead daily or six weekly. 

“Naturally, the selection of your lists 
has much to do with the calibre of your 
answers, but inasmuch as here we are 
dealing with answers only sufficiently 
large lists must be assembled to aug- 
ment your master list and reference list 
which are included in the mailing, so as 
to permit a small percentage of answers. 
A list of 3,000 names mailed at the rate 
of 750 monthly for the first four months 
on an individual letter head, the second 
four months on an agency or organiza- 
tion letter head, the third four months 
on a company letter head, means that 
your entire list has received three pieces 
of mail matter yearly, four months apart, 
but all apparently from different sources 
so that you are not pounding too hard 
for answers. Hence 9,000 letters need 
only 3 percent average, or 270 answers 
to provide you with one lead daily. 


Best Result Was Four 
Out of Every 11 Leads 


“In circularizing, our best result is an 
average of four lives out of every 11 
leads, exclusive of references, over a pe- 
riod of six months by a man in the busi- 
ness two years. And remember this, 
that the bi-product of leads, as bi-pro- 
ducts in many industrial fields, may ex- 
ceed the direct result because leads in 
large measure are brand new contacts 
which otherwise might never have been 
made, and as such supply the base for 
more referencing. While I don’t en- 
thuse over it I find that quite a num- 
ber of men in this business rarely in- 
sure a man unless they know him, or 
until they get to know him. I think 
largely the agent’s problem is reducible 
to ‘know more people,’ and that direct- 
by-mail and references therefrom is a 
way to help him do it, naturally. But 
let us stop here, with just this thought— 
in the contact machine, let direct by 
mail supply one call daily. 

“Situations form another cog in the 
contact machine. We just want to gen- 
erate one good call daily, or six weekly, 
which will be easy to go to see because 
we think that some set of circumstances 
have conspired in a man’s life or affairs 
that makes a good opening for life in- 
surance—that’s what we mean by situa- 
tions. Think of them—in the news- 
papers, trade journals, house organs, etc. 
—estates appraised, wills probated, taxes 
refunded, judgments obtained, mergers, 
promotions. etc. on the business side; 
and from the personal angle death, dis- 
abilities, accidents, marriages, births, 
etc.” 

“Cold canvass in itself implies indis- 
criminate door knob turning without 
much selection; which while of great 
value in teaching knowledge of the buy- 
ing public quickly, in greatest physical 
exposure, and in getting the selling iron 
into your system, other than that in 
its raw form, is stupid, because it per- 
mits of refinement. Our main refine- 
ment right now is selling 15 carefully 
selected names weekly, at the cost of 
one dollar, every letter including a re- 
turn card, but under an agreement that 








each name must be called upon person- 


ally, beginning the fourth day, whether 
it answers or not. In this of course, our 
reliance is the placing of a definite call 
to make, at some expense waste if not 
made. The letter tells a brief story 
about what an audit or life insurance sur- 
vey is and its value to the owner of a 
life insurance policy and that a limited 
number of audit books have been re- 
served. 

“On the follow-ups, the producer goes 
in with the carbon of the letter, to sec 
the man if necessary to break through a 
secretary, regarding a communication 
from our organization, and displays a 
sample audit book. Now in our contact 
machine, where I have referred to our 
fellows who work, using 15 a week, I 
only want to suggest to you the advis- 
ability of one such call daily, softened 
in advance for you at least mentally, 
and with a definite prepared presenta- 
tion behind it, so that from this source 
you get six exposures weekly.” 


NEW YORK TO CONSIDER 
DISABILITY CLAUSES 


(CONTINUED FROM PAGE 3) 


for the payment of the benefits to a 
named beneficiary in case of the insanity 
of the insured? 

13. Surrender values. Should the 
contracts be required to provide for sur- 
render values on account of disability 
benefits incorporated in life policies? 


Question of Participation 


14. Participation in-surplus. Should 
companies which issue participating life 
contracts in this state be permitted to 
issue non-participating disability bene- 
fits? 

15. Waiver of premium benefits. In 
case standard provisions should be pre- 
scribed for disability benefits, should the 
simple waiver of premium benefit bh 
permitted without any of the usual stan 
dard provisions? 

16. Present standard provisions for 
accident and health policies. Should an 
of the present standard provisions for 
accident and health policies be applied 
to disability benefits incorporated in life 
policies? 

17. Companies having separate cas- 
ualty departments. Should a company 
which has a separate casualty or acci- 
dent and health department be — 
ted to issue contracts providing for dis- 
ability benefits with shorter waiting pe- 
riods or with provisions that differ in 
any other way from the benefits issued 
by companies which do not have scp- 
arate casualty departments? 

Should Amount Be Limited 


18. Non-cancellable accident and 
health benefits. Should the proposed 
standard provisions section be made ap- 
plicable to non-cancellable accident and 
health policies also? If so, such section 
should probably contain provisions 1 
and 3 of Section 101, New York: insur- 
ance law, and possibly some of the 
present standard accident and_ health 
provisions as contained in Section 107 

19. Accidental death benefits. Should 
life contracts be permitted to include 
accidental death benefits? If so, should 
not the amount be limited to 100 percent 
of the face amount of the life insurance: 
Should such benefits be permitted to 
cover death from only certain specified 
injuries, or should the contracts be re- 
oomet to contain only general accident 
benefits without such limitations? 


Connecticut General Makes Promotions 


At the annual meeting of the Connec- 
ticut General Life on Tuesday this week. 
Edward H. Hazlett, actuary, was elected 
vice-president and actuary; George E. 
Risley, superintendent of agencies, was 
elected agency secretary; C. Manton 
Eddy was elected assistant actuary, and 
Claude W. Voorhees was elected attor- 
ney. Norman J. Barker was named as- 
sistant medical director. The two latter 
have not been with the company long. 
Mr. Voorhees joining the Connecticut 
General in 1925 and Dr. Barker last No- 
vember. The directors were reelected at 








this meeting. 
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